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INCREASE CUSTOMER COVERAGE 





DISTRIBUTOR 


SHELL 


HEATING OILS 


PHONE 
SALEM 313] 


® 
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bo INCREASE PROFITS on rural deli 


with BRODIE QUANTROL METERS 
equipped with BRODIMATIC PRINTERS 


The number of customers each tank truck will serve depends 
on the time required for each delivery, and the number of 
miles to be covered. To make the most efficient use of de- 
livery time requires fast, accurate, dependable measurement. 


This eliminates slow, hand-bucketing methods—and requires 





the installation of modern Brodie Metering equipment. By 


adopting Brodie Quantrol Meters, the delivery capacity of 

each tank truck is materially increased—and at the same time 

errors, spillage and losses of product and time are greatly RO D | E 
reduced. For greater year round profits make metered deliveries 
of heating oil in winter—tractor fuel in summer. Investigate IM [E T E RS 
Brodie Automatic Metered Delivery Control, today. Write 


for full details. 
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PETROLEUM METERING EXCLUSIVELY 














RALPH N. BRODIE CO., INC., Gist « LoweLL, OAKLAND 8, CALIFORNIA 
Division Offices: CHRYSLER BLDG., NEw YorK City « 59 E. VAN BUREN, 
CHICAGO 5 © 302 SOUTH PEARL ST., DALLAS 1, TEXAS ¢ 221-9TH AVE, 
NortTH, SEATTLE 9, WASH® « 2101 S. SAN PEDRO, Los ANGELES 11, CALIFORNIA 


REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 

















Names in the News 


Lee Steedle has joined the advertising 
staff of FUELom & Or Heart, represent- 
ing the magazine in 
the Middle Atlan- 
tic and New Eng- 
land states. He will 
make his headquar- 
ters at the New 
York office, and 
will work with ad- 
vertisers and agen- 
cies also on space 
contracts for the 
Beacon Boiler Reference Book and the 
Buyers’ Guide and Industry Directory. 
Mr. Steedle formerly was associated 
with Muir and Co., New York advertis- 
ing agency. During the war he served 
thirty-one months overseas with the 83d 
Chemical Mortar Battalion. 





R. G. Kollar has been appointed man- 
ager of the Radiant Baseboard Div., 
United States Radi- 
ator Corp. He for- 
merly represented 
a Management en- 
gineering firm in 
the Michigan area. 
Mr. Kollar studied 
engineering at the 
University of 
Michigan and Ohio 
State University 
and in his new position will be in com- 
plete charge of sales, production and 
engineering of U. S. radiant baseboards. 


Robert G. Harrison’s appointment as 
sales representative for the northern 
Ohio area has been 
announced by Car- 
roll M. Baumgard- 
ner, vice president 
for sales, National 
Radiator Co.,, 
Johnstown, Pa. Mr. 
Harrison, who will 
maintain headquar- 
ters in Cleveland, 
formerly had been 
associated with Republic Steel Corp., 
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ALL YOU NEED NOW fo Filter Any 
Domestic Oil Burner 1S A CUNO FILTER 


One model Cuno MICRO-KLEAN Oil Burner 
Filter handles any installation using domestic 
fuel, from the smallest cottage to the largest 
public building. Straight line pipe connections. 














ALL YOU NEED NOW fo Service an 
Oil Burner Filter 1S A CUNO CARTRIDGE 








One standard MICRO-KLEAN cartridge fits any 
MICRO-KLEAN filter—only one size to lug to the 
job. Cuts down inventory, too. 


















ALL YOU NEED NOW for 60-Second 
Service IS A CUNO FILTER 


Removing a single nut on the MICRO- 
KLEAN filter loosens housing cover for 60- 
second cartridge replacement. 

























ALL YOU NEED NOW fo Insure 
User Satisfaction 1S A CUNO FILTER 


MICRO-KLEAN cartridges give your cus- 
tomers better service because they will 
not channel, they last twice as long and 
hold twice as much dirt. 






















To insure customer satisfaction and save instal- 
lation time . . . ask your jobber about Cuno 
MICRO-KLEAN Oil Burner Filter Model 1C1. 


FOR FREE BULLETIN, ATTACH COUPON TO YOUR LETTERHEAD 


Cuno Engineering Corporation 
856 South Vine St., Meriden, Conn. 


Please send information on Cuno MICRO-KLEAN 
Oil Burner Filters and replacement cartridges. 


CUN 











Canton, Ohio, as a combustion engineer 
and also spent several years as a heating 
consultant in the area where he now 
will represent National. 


Lin J. Krause, owner and operator of 
the newly-formed L. J. Krause Co., 
Minneapolis, 
Minn., has _ been 
named representa- 
tive for Penn Elec- 
tric Switch Co., 
Goshen, Ind., in the 
territory embracing 
the states of Minne- 
sota, North and 
South Dakota and 
western Wisconsin. 
Mr. Krause, well known in the heating 
and allied fields, formerly was connected 
with Minneapolis-Honeywell Regulator 
Co. as market supervisor of the Register 
Div., and assistant manager of the re- 
frigeration division, in addition to con- 
siderable in general line sales. 


M. V. Osterhout has advanced to the 
position of supervisor of the newly- 
created South Central Div., American 
Radiator & Standard Sanitary Corp., 
Pittsburgh, Pa., with headquarters in 
Cincinnati, supervising the operation of 
nine branch offices. Succeeding him as 
manager of the Milwaukee branch house 
is Francis P. McAneny, who had been 
a member of the branch’s sales force. In 
another promotion, Darvin O. Rouzer, 
formerly assigned to the sales force of 
the Altoona, Pa., branch, has become 
manager of a new branch house at 
Parkersburg, W. Va., one of the offices 
in the South Central Division. 





Harry J. Wines has become sales man- 
ager of the automatic heating division, 
Air Conditioning 
Dept., General 
Electric Co, 
Bloomfield, N. J., 
it has been an- 
nounced by H. M. 
Brundage, division 
manager. Mr. 
Wines, who joined 
the company in 
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OIL BURNER FILTERS I *~ 
; , | of heating equipment. He formerly was 
Easier to Stock .. . | Os i vk itsn chase eter iseeeceises 1 | sales manager for sixteen years with 
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a : Motors Corp. in New York. 
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: LLiumiaine PACKAGES your Heating Problems! 














AIR CONDITIONER ... UTILITY oz GRAVITY UNIT THAT'S 
DESIGNED... BUILT zed APPROVED /o: Gas or OIL FIRING... 


; with sZa,cacrs2. PACKAGED pressure vaporizine 
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In crated, ready plete with all controls, necessary Burner, complete with all controls, 
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is installation. assembled and adjusted. 
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Series GA-100 Got id Uulity ne Soe Gas Fired, Counter Flow 
Gas Fired Air Conditioning Unit Air Conditioning Unit Gravity Furnace (isi tal psa Pater | 
100,000 Btu Input 95,000 Btu Input 85,000 Btu Input 


for floor panel heating 
95,000 Btu Input 
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A threat to free and untrammeled 
competition in the oilheating business 
is seen in a bill recently introduced in 
the Senate by Senator Long of Louisiana. 
It is proposed that the use of the one- 
cent postal card be forbidden for solicita- 
tion of business. He said the cards are 
cesting the government $57,000,000 a 
year and more than 90% of them are 
used by business firms. 

How, we rise to ask, would this indus- 
try know the rock bottom price of oil- 
burners without the accepted postal card 
bulletins? 
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Naming the most important employee 
in a dealer organization is a task most 
of us familiar with a retail operation 
would avofd without the stimulation of 
fresh air, good company—or whatever 
stimulates one. It happened late one 
night at the Boston show that some of 
the fellows were melting ice cubes when 
the subject came up. With inhibitions 
on the wane, each launched into a dis- 
course on his favorite nominee for top 
spot in a dealer operation. These ranged 
from the proprietor himself to the new 
helper in the installation crew with all 
his potentialities. The salesmanager and 
his boys, of course, polled a heavy vote 
for their business-getting duties. 

The nomination that impressed us 
most was that for the service manager. 
Here, the argument ran, was not only the 
most important man in the organization, 
but the least appreciated. Here was the 
fellow who controlled the volume of 
business remaining on the books, regard- 
less of how much was created. The serv- 
ice manager, like the doctor, lives in an 
atmosphere of trouble and emergency. 
From his spot in the organization it 
would be easy to conclude that no piece 
of heating equipment can operate with- 
out personal attention. 

On his toughest days, with the world 
crumbling around him, the service man- 
ager must be able to convince the fretful 
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dowager that the tank hum she is hear- 
ing is the first concern in his life. He 
must diagnose trouble by telephone for 
the serviceman who has forgotten to 
think, and still keep up the man’s morale. 
Customer satisfaction, the cornerstone of 
new business, is in his hands. 

A point that interested us most was 
the hard psychological problem the serv- 
ice manager faces. A good manager runs 
his department on a break-even basis, 
or slightly better. If his department 
makes any large amount of money he 
is charging too much for service and 
thereby hamstringing sales. But no man 
likes to operate his department at little 
or no profit. At budget time the boss 
is inclined to be most generous with the 
departments that show the best net, and 
the urge is always present to make money 
at the expense of the customer. But the 
service manager must take his beating, 
keep the customer happy at the lowest 
possible cost and trust indicators other 
than the operating statement to show the 
kind of job he is doing. 

Then the waiter came with the check, 
the party broke up and we never found 
out who was elected. 
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One petroleum statistic we had missed 
until now has just been released by API. 
That group’s Department of Informa- 
tien has calculated that the 1,250,000 
oil wells drilled in this country since 
1859 have totalled 2,500,000,000 feet 
of hole. To put it more dramatically, 
that would make 60 holes in the earth 
“right through to China.” 
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Studies by the National Education 
Association have uncovered a potential 
market this industry would do well to 
keep in mind. A survey for 1600 city 
school systems shows that about a fifth 
of all school buildings are over-crowded 
an average of 31%. That means that 
20% of our school buildings are trying 
to care for 131 children in space designed 
for 100. 

Meanwhile the existing school build- 
ings are getting older. About 2% were 
built before 1870 and another 20% were 
built between 1870 and 1899. Almost no 
schools were built during the war and 
few during the 1930s. 

The birth rate, which stood at 25 per 
thousand of population in 1915, de- 


clined to 17.1 in 1937. It climbed back 
to 25.8 per thousand in 1947, and was 
expected to be only a little down in 1948. 
These new customers are beginning to 
show up at school, and will further ag- 
gravate an already crowded situation. 
The country is going to have some new 
school buildings in the near future, many 
of which will be heated with fueloil. 
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Oregon gets its Delco oilburners from 
a personable young man by the name of 
Lin Bowman who operates at retail in 
Portland. On a recent day he was dem- 
onstrating a unit toa couple in the show- 
room, and had finished a glowing word 
picture of the comforts of oilheat, its 
convenience, cleanliness, and above all 
the quiet, carefree operation of this par- 
ticular unit. Words had done their work 
and nothing remained but to show the 
marvel in actual operation. 

With a flick of the finger Mr. Bow- 
man adjusted the thermostat. The motor 
began to pick up speed. There was an 
alarming rumble and the unit shook. In 
fact the building shook, and he thought 
of all the stories old-timers tell of how 
oilburners used to act. He was about to 
apologize for the unexplained action of 
the unit when he noticed the whole town 
was shaking. Such unseemly action from 
a unit that never before had misbehaved 
was baffling in the extreme. 

Then somebody shouted “Earth- 
quake,” and ran out into the street. 
When nature quieted down the unit was 
purring as described. 
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One inevitable result of the mad 
scramble to find a place to live in recent 
years has been a substantial increase in 
the number and percentage of total 
homes that are owner occupied. Some 
of the homes have changed hands at 
prices that probably leave the owner 
with little money for improvements, but 
traditionally we have considered owner 
occupancy as a measure of oilheating 
potential. For whatever the figures are 
worth, they come out like this: 

In 1940 there were 15,195,763 owner 
occupied homes in the country, of 
43.6% of the total. In 1947 owned 
homes had increased more than 40% to 
21,347,000, or 54.7% of all homes, ac- 
cording to estimates. The actual count 
must wait for the 1950 census. 


June 
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COMBINED | VENTALARM® SIGNAI 


| IN f UNIT onmg 
VENTAWARM TANK GAUGE! 





hed, 
e h ] fo ey (R) 
“ALL-IN-ONE” VENTALARM GAUGE 
A VENTALARM signal at the usual price. A gauge for only 75 cents 
more! Or — put it another way. If you are now paying $1.75 for 
your gauges, you get a VENTALARM signal for only 95 cents more! 
j h 
| 
{ é / SAVE $2.00 PER BURNER INSTALLATION 
4 — / Instead of buying two items, you buy only one. And you save 
. men $1.00 on that. Furthermore the VENTALARM case acts as a reducer 
_« ‘ ; from 2” or 1%” tank opening to 1%” vent pipe. So you save an 
zg aan additional 25¢ by eliminating need for a reducing bushing. You save 
— in labor because you install one item instead of three. That helps 
-. inventory too! Then again, you need one less tank flange opening. 


So you can save 30¢ to 40¢ on your tank order specifications. A real 
money saver! 


INSTALLATION 

Just screw it into the vent opening of the tank. If there is oil in the tank, 
the cork arm bends at the FLEXO-JOINT in passing the sides of the 
tank. Straightens out correctly when in permanent position. Could 
anything be easier? The vent pipe screws into top of VENTALARM 
GAUGE. No leaks because all fittings are threaded including the 
GAUGE CAGE. 


SIZES 


Available for 275 Basement Tanks with depths of 22”, 24”, 26”, 27”, 
42”,44” and 47”. Specify tank depth and tank opening when ordering. 
For 1%” or 2” tank openings. List Price Complete $2.70. 


AT YOUR SUPPLY HOUSE 


Your jobber will soon have VENTALARM GAUGE in stock along with 
the other VENTALARM signals he now carries. Get your order in early. 
It looks like a hot number! 








Manufactured under one or more of the following U. S. Patents RE 2239 1; RE 2 1930; 2,143,476; 2,143,492; 
2,143,706; 2,2 12,620; 2,227,322; 2,227,323; 2,249, 180; 2,257,656; 2,276,798; 2,328,686; 2,330,983; 
2,429,280. Additional patents*pending. Pat. Canada 1938. Foreign patents issued and pending. 
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Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 152 reporting to 
Census Bureau, FuELoiL & Oi Heat's estimates of shipments are: 


MARCH ————-TWO MONTHS 


Percent 
1948 Change 1949 1948 


Conversion 11,974 728 58,645 53,544 

Boiler units 1,561 +3720 5.817 5,886 

Furnace units 3,261 ee 11,870 18,433 
All domestic 16,796 “62:3 76,332 77,863 
Commercial 2,448 — 25.8 5,482 7,805 

Total 19,244 + 51.1 81,814 85,668 








DISTILLATE FUELOILS 
STOCKS AT REFINERIES , TERMINALS AND IN TRANSPORT 
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MILLIONS OF 42 GALLON BARRELS 
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April Minimum Retail Prices: Key Dealers 


CONVERSION BURNERS BOILER-BURNERS 2 FURNACE-BURNERS 


Apr. Aver. $335 $694 $598 
Mar. Aver. 341 698 592 


Price Index: Conversion Burners: January 1949 is 100% 


WHOLESALE RETAIL 


Apr. 134.0 Sixmonthsago 144.7 Apr. 137.2 Six monthsago 145.7 
Mar. 135.6 Yearago 153.5 Mar. 142.7 Yearago 148.5 


Oilheating Inends 


INSTALLATIONS OF domestic oilburners 
and units in April are estimated at 23,- 
139, rise of 37% over the same month 
last year. Total installations for the first 
four months are approximately 97,068, 
which is 3% above the 94,354 of a year 
ago. For three successive months instal- 
lations have shown an accelerating rate 
of gain over the corresponding month 
of the previous year. February had 
shown a rise of 7%, March 17%, and 
now April 37%. January, unfortunate- 
ly, had shown a substantial drop from 
1948, which accounts for the four-month 
total showing little change. 

April installations were divided: New 
homes 7,289; Replacements of old oil- 
burners 3,517; Conversions from other 
fuels 12,333. The four-month totals di- 
vided by applications were: New homes 
34,108; Replacements of old oilburners 
21,222; Conversions from other fuels 
41,738. 

BURNER STOCKS: Dealer stocks of do- 
mestic oilburners and units on April 30 
are estimated at 73,339, a slight rise from 
69,944 at the end of March, and 62,741 
at the end of February. Factory stocks 
on March 31, the latest available data, 
were 47,872. 

BURNER SELLING ACTIVITY: Back in 
January two-thirds of the dealers who 
regularly report for these monthly 
studies had expected to get started on a 
burner selling campaign by April or 
May. Figures this month indicate that 
this planning has brought considerable 
current sales activity. Of all reporting 
dealers, 74% have done some oilburner 
advertising within the two month period 
March and April. The amounts spent 
per dealer ranged from $25 to $11,000, 
and averaged $350. This $350 average 
was equivalent to about $16 for each 
burner sold during that two-month pe- 
riod. This is on the high side, based on 
customary practice, but at the same time 
it should be recognized that advertising 
in the Spring is inclined to bring more 
prospects for later sales than immediate 
sales. Only 40% of the dealers doing the 
advertising are convinced that they got 
their money’s worth in direct leads. 

The most surprising discovery in this 
investigation of sales activity is that 46% 
of the dealers say that their salesmen are 
doing some house-to-house canvassing 
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for prospects. There is a geographic 
variation on this . . . in New England 
55% are canvassing, in the Mid-Atlantic 
38%; in the Midwest 38%, and on the 
West Coast 80%. 

The average reporting dealer at the 
end of April had 2.7 burner salesmen, 
compared with 2.0 sixty days earlier, or 
a gain of 35% in the total sales force. 
The average salesman in April sold four 
burners, which is not a bad showing con- 
sidering that many of them are new, 
and considering the time of year. 


SUMMER FILLUP: Because fueloil 
prices have dropped several times in re- 
cent months, some dealers have expected 
to have trouble in being allowed to make 
normal summer fillups of customer tanks. 
Among total customers of all reporting 
dealers 79% are on a keep-filled basis, 
and normally would get a summer fillup 
without any hesitation. This year, how- 
ever, about one-sixth of the dealers say 
that they will not make these drops to 
keep-filled accounts without asking the 
customers’ permission because they don’t 
want to take a chance on the possibility 
of a lower price at the end of the sum- 
mer which they believe might bring com- 
plaints. Among those customers that are 
not on a keep-filled basis only about half 
will be approached by their dealers rec- 
ommending a summer fillup. This is a 
lower ratio than in normal times. 


SALES RESISTANCE FACTORS: While 
recognizing that oilburner sales are 
showing some signs of revival there is 
yet a considerable feeling that it takes 
hard pushing. Asked to express opinions 
on the relative importance of prospect 
thinking that brings sales resistance, the 
dealers supply some very interesting 
measurements. In the table on page 110 
it is encouraging to see that the principal 
drawback is that prospects believe by 
waiting until nearer the heating season 
they will buy the burner cheaper. The 
fear of a business slump shows up less 
importantly than might have been ex- 
pected. 

Uncertainty over future oil supply 
has almost died out, and in New Eng- 
land has vanished. The geographic varia- 
tions are about as would be expected. 
Midwest folks are more concerned about 
high oil price than those in other regions, 
Principally because that area has the 
country’s highest oil prices and the low- 

(Continued on page 110) 


Oilburner* and Building Permits 


OILBURNERS DWELLINGS——————_- 
April 4 MONTHS April 4 MONTHS 
1949 1948 1949 1948 1949 1948 1949 1948 
28 ae xe ae Albany, N. Y. aa ee ay Pe 
350 16 1321 388 Baltimore, Md. 282 746 561 1401 
Ae ae ae =a! Binghamton, N. Y. 12 9 35 15 
cn i ia Bloomfield, N. J. 8 16 14 27 
ats 179 ate 1409 Boston, Mass. 17 54 45 113 
29 40 202 220 Bridgeport, Conn. ae ES a ie 
ue ae ae aia Buffalo, N. Y. 49 33 83 85 
ae Des Moines, Ia. 143 123 283 286 
= 425 sea aie Detroit, Mich. 1091 813 2674 2763 
20 26 135 204 Elizabeth, N. J. 5 2 14 2 
24 13 71 46 Freeport, N. Y. wa es > a 
ae are on Pee Greenwich, Conn. 21 25 49 64 
aa as . - Hackensack, N. J. 5 8 15 17 
86 50 376 284 Hartford, Conn. iy me ifs ae 
25 15 56 25 Irvington, N. J. 2 7 9 11 
as te ag xe Lynn, Mass. 16 18 39 34 
8 12 at: 94 Meriden, Conn. 4 = oe 4 
185 358 807 442 Milwaukee, Wisc. 250 189 = 457 
60 42 248 377 Minneapolis, Minn. 181 173 315 345 
18 32 49 69 Montclair, N. j. ae a aa mie 
oe ~~ ae oe Morristown, N. J. « 1 ae 1 
ws 18 oe 46 Mt. Vernon, N. Y. wg a j 
56 47 306 231 New Bedford, Mass. 
14 25 87 82 New Haven, Conn. ae or on ne 
oe 0 Pa 0 New Orleans, La. wa «a os aa 
26 2 67 39 New Rochelle, N. Y. - 20 20 33 
‘ 5925 .. 21,740 New York City (total) ree re re ae 
Pe 5660 .. 20,404 Brooklyn-Queens 
348 265 1433 1336 Manhattan, Bronx, Rchd ee a <4 ‘i 
90 136 420 404 Norfolk, Va. 41 84 128 208 
‘ 1 ai 4 Oakland, Calif. ata Ae vis a5 
ata 22 ae 394 Omaha, Neb. 75 98 135 204 
13 bi 31 34 Orange, N. J. ae - aa 6 
19 16 63 53 Passaic, N. J. a - ma 7 
54 ba 123 84 Paterson, N. J. 13 9 33 28 
484 238 1424 1123 Philadelphia, Pa. ae dca ae oe 
“a on ate ae Plainfield, N. J. 10 16 21 27 
38 28 92 74 Portland, Me. 14 19 29 46 
463 524 1951 1786 Portland, Ore. 226 204 644 652 
9 7 31 46 Poughkeepsie, N. Y. aie ae we aa 
28 30 172 131 Providence, R. I. 19 23 43 44 
oa - Po a Reading, Penna. 1 5 14 10 
ay: 67 301 273 Richmond, Va. 78 81 265 ate 
135 56 550 294 Rochester, N. Y. ee as ri <4 
9 21 54 71 Rockville Center, N. Y. 6 7 28 39 
29 15: 90 55 Salem, Mass. 24 8 32 18 
99 117 428 372 St. Louis, Mo. 52 33 129 110 
145 Hh 498 423 St. Paul, Minn. 89 117 171 252 
. 58 eis 303 Schenectady, N. Y. ac ae “Y Lg 
ee Bs Seattle, Wash. 153 198 461 749 
ae si ae ae, Springfield, Mass. 56 108 120 177 
16 25 137 166 Stamford, Conn. aa iy ag? ta 
5 ne 104 as Syracuse, N. Y. 31 a 101 ee 
‘ os vs Trenton, N. J. 42 7 47 9 
aa ag me ¥ Utica, N. Y. 6 12 10 23 
89 77 334 369 Washington, D. C. ae ai ie ae 
pA - ei West Orange, N. J. 18 27 36 50 
19 20 44 59 White Plains, N. Y. 3 14 27 34 
70 72 241 235 Wilmington, Del. 15 32 a 37 
90 79 356 295 Worcester, Mass. a ie ad 
26 1 88 81 Yonkers, N. Y. ~ me re al 
3279 2641 12,586 10,171 Totals 3027 3338 6519 8310 
+24.2 “23.7 Percent Change —9.3 —2..6 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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To get the best out of your oil burner installation, you'll 
do better with Spencer. Take this popular “R” model for 
small homes. It’s designed to utilize every bit of heat your 
fuel oil produces—quietly, efficiently, without waste. 


There are many reasons why fuel oil men prefer Spencer. 
Here are just a few of the numerous features: 


@ Peaked fire box aids in giving better fuel oil combustion 

@ Base designed for either front, side or rear installation of 
oil-burning units 

@ Designed to assure low stack temperature with oil-burning 
units 

@ Permits easy and rapid installation 

@ Gives a generous supply of hot water all year round 

@ Minimizes flame noises and assures quiet operation 
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ALL SPEN 
; RDA 
HIGH STANDA ' 
s of heating experience 
IBR, and SBI codes 
et rated specifications 


e@ Backed by over fifty year : 
a Manufactured under ASME, 
e Precision-engineered —to me ver 
@ Individually tested and inspe 


Installed only by the heating vos — 
: Clean Quiet — Economical —Effo 
& ean— u 





HAVE SPENCER “R” HEATING BOILERS 





CS at 


The attractive Elmont, Long Island, 
home of Henry Allmendinger, designed 
and built by Hans Allmendinger, has the 
Spencer “R” Heating Boiler installation 
shown at left. 
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“R”’ series 
fully approved 
by Steel Boiler 
Institute 





WILLIAMSPORT, PENNSYLVANIA 


THERE IS A SPENCER 


fr zoey building... fer way bY 


COMMERCIAL SERIES: RESIDENTIAL SERIES: 


“C” (steel) and “21” (all 
purpose, cast iron) —for homes 
and small buildings 


““A”’ (steel) —for industry, 
schools, apartments 

“L-2,” “L-3” (cast iron, 
magazine feed) —for large 
homes, churches, apartments 


“F” (cast iron, magazine feed ) 
—for small homes. 
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Back Together Again 


Unity at Boston Indicates Concerted Market Attack 


A RENEWED SPIRIT of cooperation 
between all branches of the industry 
marked the 26th Annual Convention of 
Oil Heat Institute of America at Boston, 
May 16-20. Particularly welcome was 
news received during the week that the 
American Petroleum Institute had an- 
nounced that “home owners and indus- 
trial concerns may be assured of a con- 
tinued supply of light and heavy fueloils 
in the next heating season, even though 
the winter may be severe.” 

Also received during the week was 
telegraphic assurance from Conger Rey- 
nolds, chairman of the Oil Industry In- 
formation Committee, that: 

“1. OIC will suggest to individual 
oil companies that they inform their 
dealers and customers of the facts per- 
taining to the heating oil supply situa- 
tion. 

“2, OIIC advertising will incorporate 
in its copy how the oil industry has met 
consumer demands and in its story of 
progress will use the idea of the com- 
forts and conveniences of heat from oil 
products. 

3. Oil Progress Week will provide a 
natural vehicle to dramatize the contri- 
bution of oil heat to modern living and 
OHI is invited to participate fully in the 
OPW program.” 

Conservative optimism pervaded the 
show and the convention during the 
week. Though it was admitted publicly 
and privately that the boom of easy 
business has ended, there was ample 
proof that business could be excellent for 
those who will organize to get business 
by proven sales methods, Shortages, ex- 
cept for good sales manpower, are a 
thing of the past. There is ample equip- 
ment and ample oil to fire it. The public 
has money to buy the things they want. 
It remains only to find and close the 
business that is available. 

To assure a continuation of the favor- 
able factors in the present oilheating pic- 
ture, Oil Heat Institute has retained L. 
A. Casler of Casler, Hempstead & Han- 


ford, Inc., Chicago, to continue his work 
as public relations counsel. During the 
week Mr. Casler flew to San Francisco 
to attend a meeting of the Oil Industry 
Information Committee and returned to 
report. 

New officers and directors of Oil Heat 
Institute were elected, headed by A. T. 
Atwill, president of Quaker Mfg. Co., 
Chicago, president. New vice-presidents 
are C. S. Dieter, vice-president of Bethle- 
hem Foundry and Machine Co., Bethle- 
hem, Pa., and James W. Owens, execu- 
tive vice-president of Mercoid Corp., 
Chicago. Heading the Distribution divi- 
sion is Frederick C. Haab of the Elec- 
trical Association of Philadelphia as 
chairman, and the new chairman of the 
Accessory division is Paul K. Addams, 
president of Fitzgibbons Boiler Co., New 
York. 

Retiring president R. S. Bohn opened 
the annual meeting with the prediction 
that the industry would do a minimum 
business this year of 540,000 central 
heating oilburner installations and 1,- 
000,000 space heaters. Besides amending 
the OHI constitution to facilitate organ- 
ization of the Technical Division for re- 
search activity, the meeting elected a 
new board of directors, and afforded an 
opportunity for general discussion. 


Wednesday Session 


Convention sessions opened Wednes- 
day morning, May 18, with a paper, 
“Heating Oils from Petroleum, Coal and 
Shale,” by Dr. W. C. Schroeder, chief, 
Office of Synthetic Liquid Fuels, Bureau 
of Mines, U. S. Department of the 
Interior. 

“The consumption of oil and natural 
gas relative to coal has been increasing 
steadily,” said Dr. Schroeder, “and in 
1948 these two fuels provided about as 
much heat and energy as coal. On the 
other hand, the estimated total ultimate 
reserves of oil and gas are only about 
4% or 5% of our total energy supply 
with coal making up most of the remain- 


ing 95%. By developing economic proc- 
esses for shifting our oil requirements 
to coal, at least in part, we can establish 
a broad base which will serve our needs 
for an indefinite period in the future. 

‘Fortunately, owing largely to process 
improvements, the cost factors upon 
which any large-scale synthetic fuel pro- 
duction will depend are becoming in- 
creasingly favorable in the United States. 
However, the improved relative cost 
position of the synthetic products also 
is attributable in part to sharply increas- 
ing costs of finding new petroleum. If 
these trends continue, it is probable that 
a large synthetic fuel industry based on 
coal and oil shale will develop in the 
United States. 

“Known reserves of raw materials are 
so large that they can meet all our needs 
for a long time—a comforting and re- 
assuring fact,” he concluded. “But it is 
well to remember that we still have far 
to go, not only in pilot plant research 
and development but in plant construc- 
tion as well, before liquid products are 
available in quantity from coal and oil 
shale.” 

Following Dr. Schroeder’s paper there 
was a symposium on industry problems 
with W. A. Matheson of Eureka Wil- 
liams Corp., for the manufacturer, and 
J. E. Horton, Horton Heating Corp., Al- 
bany, N. Y., for the dealer. Mr. Mathe- 
son pointed out that the traditional oil- 
burner dealer who accounted for 41% 
of the sales in 1947 had dropped to 
38.2% in 1948, while the fueloil dis- 
tributor increased his part of total sales 
from 29.9% in 1947 to 31.4% in 1948. 

In a survey of both industrial and do- 
mestic oilburner manufacturers Mr. 
Matheson found: 

1. In both classes 90% of manufac- 
turers want exclusive dealers. 

2. Industrial burner manufacturers 
do not object to dealers handling do- 
mestic burners, and vice-versa. 

3. Industrial manufacturers were 2 
to 1 in favor of direct dealer type of dis- 
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tribution, while domestic oilburner man- 
ufacturers where in favor of direct deal- 
er distribution, but to a less pronounced 
degree. 

4. Both types of manufacturers fa- 
vored exclusive franchised dealers to 
joint or open territory agreements. 

5. Few more than half the manufac- 
turers felt dealers need not be exclusive- 
ly in the oilburner business. This 56% 
of manufacturers favored fueloil dis- 
tributors and dealers far ahead of all 
others. Heating contractors were next 
with the specialty dealer following (with 
a couple of first place votes). The elec- 
trical dealer was in last place. 

6. Few manufacturers could make up 
their minds on the desirability of the 
same dealer handling both industrial and 
domestic oilburners, but those who an- 
swered liked one dealer for both lines. 
Industrial equipment rated 
“Reputation for service” ahead of ““Mer- 
chandising” in grading a dealer. Do- 
mestic burner manufacturers put mer- 
chandising ability first. 

7. Most manufacturers are less con- 
cerned with the actual size of the deal- 
er’s bank balance than with his finan- 
cial stability. They want to be sure he 
has sufficient resources to carry on the 


makers 


business. 

Mr. Horton, speaking for the re- 
sponsible dealers in the industry, asks 
the manufacturers to exercise more care 
and control over the selection of their 
retail outlets and make the ability of 
the dealer secondary to volume. 

“Should manufacturers sell to plumb- 
ing supply houses?” Mr. Horton asked. 
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“Should plumbing supply houses sell 
to anyone regardless of their ability to 
do a good job for the customer? Who 
should take the responsibility? You sup- 
ply the answer to that problem. It may 
very well be that better selling and bet- 
ter installation and service work on the 
part of the trained and experienced 
dealer will do the job in the buyers 
market. 

“Now, let’s assume that the manufac- 
turer has made a careful selection of a 
dealer. A dealer who will be a credit to 
the industry. He will need help in ob- 
taining and selection of salesmen. They 
need training. They will need manuals 
and other well organized sales presenta- 
tion materials for use after they get past 
the front door. They will need tried and 
proven methods of obtaining and fol- 
lowing up of prospects. 

“Poorly trained and equipped sales- 
men can and do lose business. 

“Lack of trained salesmen usually re- 
sults in price competition and cheap in- 
stallations. Their customers are the goats 
and are often driven to other types of 
automatic heating. 

“One group of my offices reports ex- 
cellent help on all of these points. Their 
manufacturer has developed and sup- 
plied all dealers with a complete manual 
covering methods of securing and select- 
ing salesmen, It contains a complete and 
comprehensive system for weeding out 
those applicants who would have a poor 
chance of success. This saves the dealer 
money that is often spent on a salesman 
before it is discovered that he is a square 
peg in a round hole. 


“Let us pass on to another require 


ment of a successful dealer that is of 


equal importance to sales. Most manu- 
facturers stress sales and concentrate 
their efforts in that direction. They neg- 
lect or fail to realize that when the sale 
is made, the dealers’ responsibility to the 
customer just begins. Good installation 
and service makes the next selling job 
easier. The dealer needs better and more 
complete installation and service man 
uals. We need better and more complete 
help from factory field engineers, help 
in the better training of our installation 
and servicemen. It is not enough for a 
field man to service a trouble job or two 
and leave only to later learn that he had 
not corrected the trouble. 

“Mr. Manufacturer, it may be neces- 
sary to further train your field men so 
that they may do a better job for the 
dealer,” Mr. Horton concluded. 


Fueloil Demand Growth 


Dr. Courtney C. Brown, head of 
Standard Oil Company (N. J.) Petro: 
leum Economics division, opened the 
Thursday session with a paper on “Some 
Characteristics and Requirements of the 
Light Burning Oil Market.” Though Dr. 
Brown stressed the fact there is no longer 
any possibility of a shortage of oil, he 
advised oilburner users and the oilheat- 
ing industry to store greater amounts of 
heating oils during the summer in an at- 
tempt to spread the available oils and 
make possible more even and efficient 
refinery operation. The burning oil mar- 
ket is potentially very much bigger than 
the gasoline market, he said, and the in 
creasing use of fueloils for domestic 
heating has changed the petroleum in- 
dustry’s seasonal peak from summer to 
winter. With regard to the accompany’ 
ing table, Dr. Brown said: 

“During the last seventeen years the 
growth of domestic demands for light 
burning oils, which includes all kerosene, 
range oils and distillates, was most spec 
tacular. A requirement of 269,000 B/D 
had pushed ahead to 1,235,000 B/D by 
1948. That is a compound rate of an 
nual increase of 10%, in contrast witha 
6% increase for the total of all oils. It 
compares with a compounded rate of 
annual increase in the domestic demand 
for gasoline during the same period of 
only 5.4%. 

“The rapid growth of demands for 
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light burning oils can be shown in an- 
other way. In 1932 they made up about 
12% of domestic crude and product de- 
mand. In 1948 they had grown until 
they were about 211% of the crude 
and product total. The figures show 
somewhat the same result when they are 
averaged over a period of years. Light 
burning oils made up an average of 
14.4% of crude and product demand in 
the prewar years 1932 through 1941. In 
the three postwar years, 1946 through 
1948, light burning oil demands had 
risen to 20% of crude and product de- 
mand. Gasoline, on the other hand, 
dropped from a prewar average of 
44.7% of crude and product demand to 
a postwar average of 40.7%. 

“By deducting the low month of de- 
mand from the high month of demand, 
we have measured a range of. variation 
for each year expressed in barrels per 
day. By then dividing these ranges or 
variations by the average demands for 
each year, we have obtained a ratio that 
statistically measures the seasonality of 
the market. This has been done for both 
the light burning oils, for gasoline, and 
for the total of all crude and products. 

“During the seventeen years the aver- 
age annual range of fluctuation between 
the high month and low month in the 
demand for light burning oils was 84.3% 
of the annual average demands. In the 
case of gasoline the difference between 
the high months and the low months 


averaged only 32.9% of the annual 
average demands. The percentage in- 
creases or decreases with the seasonality. 
In other words, the seasonality of the 
light burning oil market has been about 
2!'4 times greater than the seasonality 
of the gasoline market. The significance 
of the growth of the burning oil market 
relative to the gasoline market is some- 
thing we must all do more thinking 
about. 

‘The total oil business now has a sea- 
sonal ratio that averaged 18.6% in the 
three postwar years, whereas it averaged 
only 16.4% in the prewar years, 1932 
through 1941. The logic of the situation 
supports the statistical record in con- 
firming this tendency for successive win- 
ters to be higher and higher relative to 
the previous summers. The present dif- 
ference between winter and summer de- 
mands for light burning oils is much 
greater than the compensating difference 
between winter and summer demands 
for gasoline. In 1947 alone there was a 
spread of 1,189,000 B/D of domestic 
crude and product demand from the 
August low to the December high. That 
spread was 21.8% of the average 1947 
demands of 5,452,000 B/D. 

“The oil heating market is too big a 
thing, and too important in the life of 
the nation, to take chances with. The 
additional costs of carrying more ade- 
quate storage through the slack summer 
season, when spread over all the units in 


the industry from the largest suppliers 
to the smallest dealers, is not great rela- 
tive to the added security given to the 
business by more ample storage. In a 
sense that cost can, and should be looked 
at by every member of the industry as 
an insurance premium to protect against 
random fluctuations of the weather and 
from the unexpected spurts of heating 
oil demand that have been experienced 
in the past. 

“No one can say precisely what the 
level of storage should be, but the 
analysis of seasonal ratios may provide 
some indications. You will recall that 
the seasonal ratio of the burning oil mar- 
ket was computed very simply by taking 
the difference between the highest month 
of the year and the lowest month of the 
year, and dividing the difference by the 
average demand over the whole year. 
It follows that the ratio reflects not only 
the range between the highest and lowest 
months, but also the average level of 
demand over the year. Likewise, an as- 
sumed ratio for the year ahead can be 
used in connection with an estimated 
level of demand. The ratio for the light 
burning oils, you will remember, has 
averaged about 91% in the postwar 
years. 

“It’s interesting that the seasonality 
of the light burning oil market is repre- 
sented by such a high ratio figure, and 
that it has shown a tendency to increase 
in recent years. But we have to take the 
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CRUDE & PRODUCTS——— 
Range of 

Seasonal Extreme 

Ratio* Mos. 


30.5 632 
40.9 477 
352 235 
40.5 494 
43.2 dF1 
39.4 462 
34.1 464 
32.5 496 
34.8 416 
31.2 464 


30.7 811 
37.3 837 
19.8 774 
30.5 668 


27.7 976 
26.3 1,189 
28.5 816 


LIGHT BURNING OILS GASOLINE 
Range of 
Extreme Annual 


Inv Mos. Average 


to. | 1932 210 269 
sate 1933 234 284 
y 1934 280 327 85.6 351 
1935 327 366 89.3 482 
ren 1936 385 421 91.4 569 
1937 401 471 85.1 561 

ght 1938 431 476 90.5 489 
‘tt 1939 423 536 78.9 495 
a 1940 605 627 96.5 560 
sec’ 1941 470 664 70.8 571 


/D 1942 764 700 109.1 495 
) by War 1943 420 7158 55.4 580 

Years 1944 548 768 71.4 343 
an 1945 627 826 75.9 582 


tha 1946 833 910 91.5 559 
;. It 1947 1,028 1,098 93.6 573 
ae on 1948 1.077 1.235 87.2 679 


and Compounded Increase 1948 vs 1932 10.0% 
ve Avg. Seasonal Rat'o 1932-1948 

J Avg. Seasonal Ratio—Prewar 

Avg. Seasonal Ratio—Postwar 





Range of 

Seasonal Extreme 
Ratio* Mos. 
78.1 mI i | 
82.4 426 


Seasonal 


Ratio* 


Annual 
Average 


2,283 27.7 
2,379 20.1 
2,521 vO. 
2,695 18.3 
2,986 18.5 
3,205 14.4 
3,115 14.9 
3,373 14.7 
3,625 14.2 
4,071 11.4 


3,972 20.4 
4,168 20.1 
4,566 17.0 
4,857 13.8 


4,912 19.9 
5,452 21.8 
5,760 14.2 


6.0% 


Annual 
Average 


1,032 
1,042 
1,124 
1,191 
1,316 
1,423 
1,433 
1,522 
1,611 
1,829 


1,614 
1,557 
1,728 
1,908 


2,015 
2,178 
2,380 


5.4% 








17.1 
16.4 
18.6 


32.9 
35.8 
27.3 


84.3 
84.9 
90.8 


rf *The monthly range as a percentage of the annual average. 
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analysis a little bir further to make the 
that is, 
useful as a measure of how much light 


ratio very useful as a guide 


burning oils should be put in tanks dur- 
ing the summer 

“Tam sure that you want to be spared 
the details of the computation, but it 
works out that if the seasonal ratio is 
divided by four, we get a rough per- 
centage which, when applied to the aver- 
age annual demand, gives us an approxi- 
mation of the amount which, if added 
to storage during the slack season, would 
make the industry independent of relli- 
ance upon increased production in the 
peak season. With a seasonal ratio of 
91% or 92%. 


would be comparatively independent 


the oil heating industry 


and secure against the vicissitudes of 
next winter if, between the end of March 
and the beginning of the heating season, 
about 22% to 23% of the estimated an- 
nual average demand were added to 
storage,” Dr. Brown concluded. 

A. S. Kozman, manager of Cook’s 
Oil Co., Oakland, Calif., warned of the 
tactics to be expected of gas utilities 
when natural gas is offered in a territory. 
He summarized in eight points: 

1. Whenever 

brought into an area, the oilheat 


natural gas is to be 
dealer may expect an extensive pub- 
licity campaign and an intensive 
selling campaign on the part of the 
gas company. 

. Customers dissatisfied because of 


Ww 


poor installations are the first to 
respond to the selling campaign of 
the gas company. 

. Whenever the cost of oil is more 


ty 


than the cost of gas as fuel in auto- 
matic heating, a large number of 
customers and prospects are lost to 
the oilheat industry. 
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4. Shortages in the supply of gas op- 
erate in favor of the oilheat deal- 
ers, but there is no guarantee that 
this advantage will continue to hold 
true in many localities. 


“i 


. Shortages in fueloils have scared 
many prospects so that they are lost 
to the oilheat dealer. 

The oilheat dealer has not been ade- 
quately prepared with facts about 


6. 


YU 


the merits of his product to meet 
the attack of the gas company. 

7. Oilburner manufacturers and oil 
companies have given the individual 
dealer too little help in holding the 
line against the competitor. 


o/) 


. The oilheat industry has not had an 
aggressive coordinated program to 
counteract gas competition. 

Mr. Kozman advocated better installa- 
tions, more attention to service, and a 
stand-up-and-fight selling campaign as 
the best answer to gas competition. In 
conclusion he asked for a united effort on 
the part of the whole industry. 

“Up to this time the oilheat industry 
has never really marshalled all its forces 
in an out-and-out effort to combat com- 
The 


which the enemy has attacked-—first in 


petition. piece-meal fashion in 


one area and then in another—-accounts, 





perhaps, for the fact that the industry 
as a whole has been slow to feel threat 
ened and slow to mobilize to meet the 
threat. Today, the situation demands 
action. Natural gas is being brought into 
more localities every year. The time is 
ripe for a national, coordinated job as 
well as for better cooperation to fight 
the competition on the local level. The 
Oil Heat Institute might well take the 
leadership in initiating and carrying out 
the overall attack and locals of the Insti- 
tute are a natural for carrying out the 
program on the local level. Where the 
local is weak or not organized, the pub 
lic relations program might be the im- 
petus needed for it to get going. Under 
the leadership of the Oil Heat Institute 
what we have to do is easily stated: We 
must educate the public on the merits 
of heating with oil and we must help the 
individual dealer in every way we can 
to perform his indispensable part in a 
public relations program that will enable 
him to get his share of the business. 
“The potential market is waiting for 
us, there is no doubt. All we have to do 
is roll up our sleeves and go to work, 
not only singly, with redoubled effort, 
but together with combined effort. Only 


(Continued on page 88) 





New board of directors, Oil-Heat Institute of America. Seated, (left to right): 
Ed Davison, alternate for H. W. Burritt*; R. S. Bohn*, retiring president; W. 
F. Klockau; F. C. Haab*; A. T. Atwill, president, J]. W. Owens, a vice president, 
J. A. Collins and C. E. Lewis. 
Second row, standing (left to right): C. L. Hastings; H. H. Wilkinson; S. A. 
Loeb; A. C. Freimann; J.C. Johnson; H. A. Toker and C. R. Collins*. 
Third row, standing (left to right): G. E. Hochstein, A. E. Coburn, P. K. 
Addams*; D. G. Leslie*; S. G. Crate; J. H. B. Albert and T. A. Crawford”. 
Other directors not shown in the picture are H. M. Brundage; H. W. Burritt, 
C. S. Dieter, a vice president; R. D. Rankin, Sr. and G. H. Wolf, Jr. 


(* 


Executive committee members. Officers are members ex-officio. ) 
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17th Oilheating 


+ FIRST “peacetime” oilheating ex- 
position, since before the war, closed on 
May 20 in Boston after a decidedly suc- 
cessful week for the exhibitors and a 
stimulating week for a few thousand 
dealers. 

True, there have been other exhibi- 
tions since the shooting stopped in 1945, 
but in each of the intervening years there 
has been at least one good sized war 
within the industry itself. It was first 
a battle of no burners, then a siege of oil 
supply fears, then mounting oil prices. 
Now that each of those unfavorable tides 
has turned and there are for the moment 
no startling developments to cause con- 
cern, it was possible at Boston to get 
down to cases, studying the refinements 
and details of oilheating products in a 
manner reminiscent of the old days. 

The attendance by oilheating dealers 
was 3,600, compared with approximate- 
ly 3,030 at Chicago in 1948 and 4,300 
at Philadelphia in 1946, These figures do 
not include members of the general pub- 
lic, which outnumbered the dealers as at 
previous shows. Again, the total num- 
ber of dealers was somewhat above those 
counted since it was not necessary to 
register to get into the exposition and 
some dealers were seen to skip the regis- 
tration desk when it was crowded. 

The customary majority was from the 
States immediately surrounding the ex- 
position city. More than 65% of regis- 
tered dealers were from New England 
and more than 86% were from markets 
within a 500 mile radius. Comparisons 
with the two previous shows on this 
point are: 





Exposition 


Finds Industry Back at Work 


WHERE DEALERS CAME FROM 


Boston Chicago Philad. 

Show Show Show 

1949 1948 1946 

New Eng. 65% 6% 14% 
Mid-Atl. 21 20 64 
Midwest 1] 70 13 
South l ] 4 
Far West l 2 2 
Foreign l l 3 

100% 100% 100% 


With the various scares and alarms of 
the postwar reconversion period out of 
the way, the dealers’ chief interests were 
in new products and fresh ways of pre- 
senting others not so new. If the aisles 
were less crowded than at some former 
expositions, the booths were more so. The 
average dealer apparently gave his name 
and address to ten or a dozen manufac- 
turers to have the field man call. 

As a show point, Boston has both ad- 
vantages and disadvantages. It is the 





PHOTOGRAPHS ABOVE. At left, target 
practice with two guns blazing electric 
impulses kept the Shell folks busy hand- 
ing out prizes of lighter fluid or house- 
hold lubricants to the bell ringers. At 
right, model June Raymond displays 
housewifely approval of Timken’s count- 
er height kitchen boiler-burner unit. 
Looking as though they'd seen it before 
are E. H. Haugen and Milton Powers of 
Timken, with J. H. Witte of Under- 
writers Laboratories, Chicago, in the 


middle. 


metropolis of six states in which oilheat- 
ing has gained its greatest penetration. 
Both gas and coal for heating cost more 
than fueloil, with the result that the aver- 
age dealer that comes to a Boston show is 
a business man of some consequence to 
our industry and has considerable pur- 
chasing power. In other words, the typi- 
cal New England oilheating marketer 
does more business than those in a region 
where fuel costs are less favorable to oil. 

Among the Boston 
would be noted its location on the peri- 


disadvantages 


meter of the country, requiring long dis- 





Group from Esso-Sylvester Oil, New York, are left to right, Floyd Riggs, A. B. 
Smith, C. A. Breen and E. V. Dunathan. Breen has just handed Smith his job 


as Sylvester president and joined the parent Esso to handle cargo sales. 
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tance travel for considerable numbers of 
dealers, and the fact that its only suitable 
large building, Mechanic’s Hall, is an 
unfortunate old wreck. Probably by the 
time O.H.I. goes back there for an ex- 
position the city will have a new hall. 


Oilfired equipment was shown in 
many of the booths, with 40 oilburner 
manufacturers having displays. This 
number does not include the boiler and 
furnace makers who displayed units com- 
plete with burners. Among the 40 burner 
manufacturers 23 would be considered 
old established large producers and 17 
are new or smaller firms. This contrasts 
with a total of 12 burner manufacturers 
who had booths at the International 
Heating & Ventilating Exposition at 
Chicago in January, and of those only 
four were large companies. 

Everything considered, the Boston 
show was educational and useful and the 
favorable comment on all sides rated at 
least ten to one over the criticisms. 


Learning more about 
her husband’s business, 
Mrs. Joe Walsh looks 


pleasant with Joe. 


Next below, William 
Muckle of Shell’s New 
England Division with 
Jack Minner, national 
fueloil department 
manager. 


Directly below, Wil- 
liam Alexander of 
Oregon Heating In- 
dustries, Portland, left, 
and Ted Caldwell of 
Chicago's Burning Oil 
Distributors Assn. 
and Chicago Oil Burn- 
er Assn. on the right, 
visit with Harry S. 
McCaughey of Pugh 
Oil Co., Racine, Wisc. 











Bottom left, Ted Rowland, president of Elliott-Lewis, Phila 
delphia, and W. A. Matheson, Eureka-Williams, discuss thé 
old days with General Motors under a Herco Oil Burner sigt 


Bottom right, E. M. “Doc” Ford, Webster Electric, left, and 

Preston G. Crewe, Webster's executive vice-president, 

right, have burner manufacturer Robert Walshin of Airflame 
Inc., Waukegan, in the middle. 





Airflame 





Upper right, L. A. Delvin, Gulf Oil, Detroit, meets J. W. Torrence, 


Torrence Oil, Birmingham, Mich., a leading marketer of the Detroit 
ared. 


lower right, Lionel Jacobs, former Institute president and now boiler 


maker (V-E Products Co., Schuylkill Haven, Pa.) explains a new 


model. 


Directly below, Tom Carson, imaginative oilheating manager for Sher- 
wood Bros., Baltimore, encounters C. M. Blickensderfer of Sinclair 


Oil Heat, Brooklyn. 


Some OHI Officers and directors—C. S: Dieter, 
Bethlehem Foundry & Machine, vice-president, 
J. A. Collins, Frontier Oil, Buffalo, S. A. Loeb, 
Webster Electric, Racine, and A. T. Atwill, 
Quaker Mfg., Chicago, the new Institute president. 


Next below them, Mercoid top manpower—Hugh 
Courteol, president, with Fenton Fisher and W. K. 
Stauffer, who keep the East alive. 


Below them, James McPherson and Joseph Hurley 
of the Boston Fire Dep't. explain to Fred Beckwith, 
executive sec’y, OHI of NE, the complete models 
of boiler and furnace oilheating that they use for 
showing dealers exactly what the law requires. 
These firemen first took the oilburner course that 
the Institute provides, so they know what to 


look for. 




















Center left, Roger Lyman of Torrington Mfg. believes 
what his own sign says about the new “‘coasting hub.” g 


Bottom left, West finds mutual interests with East as 
George Maurer of Griffin Fuel, Seattle, explains things to 
Al Baerenklau of Baerenklau & Co., Brooklyn. 


he Coasting Fuk 
‘AFTER FIRE” PROBLEM 





Top right, York Heat comes into the kitchen with a boiler 
to match the family refrigerator. 


Upper left, D. D. Dale of RCS Tool Sales Co., kept 


a crowd entertained with an ingenious portable cutter. 


Bottom right. V. K. Smith of Electric Motor Develop- 

ment Co. is still able to stand while A. E. Coburn, 

FUELOIL & O1L HEAT, and Bruce Olsen, mastermind of 
Sundstrand Machine Tool, sit it out. 
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Technical Notes on Boston Show 


Exposition Provides Education in Modern Equipment 


by 
J. W. Schulz 


; ae oil heat enthusi- 
asts got their fill of news, information, 
and educational items at the National 
Oil Heat Exposition, Boston’s Mechan- 
ic’s Hall, May 16th to 20th. 

The show made clear that much of 
the oil heating equipment described as 
new or improved for 1949 contains tech- 
nical surprises and delights even for 
hardened old-timers. A walk around the 
exhibits took the wind from the sails of 
one cynic who had said on arriving that 
everything possible with oilburners had 
been tried at least once in the last 20 
years. New things under the sun showed 
up in more than a féw of the booths. 


To prepare them to talk intelligently 
about the brand new, engineering ad- 
vancements of their products, many of 
the manufacturers’ representatives had 
been through last-minute educational 
courses. There was no better example 
of this at the show than that given by 
the Oil-O-Matic men. Genuinely en- 
thused, they told the waiting and listen- 
ing oil heating world the story of the 
technicalities behind the new Model 
Fifty-Ten Williams Oil-O- Matic. Splen- 
didly educated beforehand on engineer- 
ing in’s and out’s, and blessed by a crowd 
eager to learn all about Oil-O-Matic’s 
big move in shifting to an entirely dif- 
ferent model, the Oil-O-Matic exhibit 
crew went through its routine like well- 
oiled clockwork. 

The new Model Fifty-Ten Oil-O- 
Matic, it was said, starts with the ad- 
vantages of the low pressure principle 
and 30 years of oilburner experience. 
Yet the design engineers visualized an 
entirely new burner, lighter and more 
compact by far and having about 150 
fewer parts. The motor speed has been 
upped from 1725 to the unusual 3450 
tpm for a gun burner. The motor drives 
a “Sealed Thrift Unit,” weighing less 
than 11 pounds and made up of: (1) 
The Thrift Meter, a two-piston meter- 


ing device that sets the gph rate by giv- 
ing 6,900 tiny measured portions of oil 
per minute, being driven at 3450 rpm; 
(2) The Pressurotor, a six-blade low- 
pressure air compressor to provide from 
1.0 to 2.75 lbs. nozzle pressure, which 
now is kept wet for cleansing purposes 
only and which is pressure-regulated by 
an atomizing pressure adjusting screw; 
(3) The integral suction pump, gear- 
type and in every burner so that the same 
model is used for inside and outside oil 
tanks without changing or adding to the 
burner; (4) The oil pressure regulator 
instant-acting hydraulic 
power for a new shut-off valve which is 


to provide 


far more effective and positive than 
earlier shut-off valves. It was empha- 
sized that the hydraulic system and shut- 
off valve are innovations in low-pressure 
burners; the shut-off valve is not oper- 
ated by air pressure or electricity. 

Other features include improved low- 
pressure nozzles with large, non-clog 
openings; suitable for from No. 1 oils 
to heaviest domestic oils, and of course 
for the most difficult 100% cat-cracked 
oils. The Vair-O-Meter air damper is 
said to alter the effective length of the 
blower blades. A new Buna-N special 
cashion drive coupling insures smooth, 
vibrationless performance. 

Old-timers at the show listed that Oil- 
O-Matic has gone through three stages 
of development starting with the froth- 
to-nozzle jobs that included the famous 
Model G, advancing to the “Hushed 
Heat Assembly” or separator type 
models in which the same metering de- 
vice was used and the atomizing pump, 
basically unchanged, still handled fuel- 
oil at the fire-size gph rate, and culmi- 
nating now in a model in which the oil 
to be burned does not pass through the 
atomizing pump or air compressor, 
though this is kept wet by by-passing 
through it about ten drops of oil per 
minute. Everyone agrees that the new 
model Oil-O-Matic, with the completely 
different oil-handling parts and with the 
3450 rpm motor, does represent some- 
thing entirely new under the sun. 


The Sunbeam Winterglo furnace-type 
winter air conditioner, by American- 
Standard and fired by the new Model 
ME-‘S Arcoflame oilburner, made news 
in an important display at the show. To 
fire one model at a maximum of .85 gph, 
the manufacturer says a 1.0 gph nozzle 


y., 





‘“Pancaked” on the front of the boiler 
to occupy minimum space, this Arco- 
flame oilburner is of new design, radical- 
ly different for American Standard. 


is used at 80 lbs. pressure; a larger model 
is rated 1.0 gph. American-Standard fea- 
tured also the Oakmont dry-base oil 
boiler and the Arcoliner wet-base oil 
boiler. 

Timken exhibited, as its new thing 
under the sun, a “kitchen-type oil boil- 
er” powered of course by a wall-flame 
burner as it hopes to become a leading 
Timken product, engineered for forced- 
circulation hot water heating systems, 
and made in two sizes for gross outputs: 
of 80,000 and 100,000 Btu per hour. 
Two new Timken Hi-Boiler units may 
well be intended to prove no home is too 
small for Timken. Model OBK-50B is 
for homes with gross heating loads up 
to 38,000 Btu per hour! Model OBG- 
80B fits gross heating loads up to 68,000 
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Timken’s new kitchen oil boiler. The 

jacket of this attractive unit has been 

removed to illustrate its highly effective 
insulation. 


Btu per hour. There are also Timken 
Hi-Furnaces for very small homes. 

The Air Conditioning Department 
booth of General Electric featured Air- 
Wall Heating, oil boilers, and oil fur- 
naces. Air-Wall Heating uses (1) 
easily-assembled four-inch diameter 
ducts, (2) special Air-Wall registers 
that blanket the outside walls with warm 
air and actually raise the outside wall 
temperatures with the result that these 
walls radiate heat to the occupants, and 
(3) the G-E warm air furnace. 

Delco had big news at the Boston 
Show in the form of its heating equip- 
ment fired by a forced-draft, two-stage 
vaporizing burner, which for Delco is 
something new under the sun. The 
OVC-75 Models offer extreme flexibil- 
ity, being available without a circulating 
blower for gravity circulation warm air, 
with the blower beneath the oil furnace 
making a highboy, and with the blower 
cabinet behind the oil furnace. To top 
off this flexibility, the same furnace fired 
by a pressure burner is offered as Model 
OPC and also in different arrangements. 

Master Kraft’s equipment, complete- 
ly redesigned since the war but un- 
changed for this show, filled the booths 
with the domestic pressure burner 
(change the motor, pump, or trans- 
former in two minutes), larger pressure 
burners for up to 10 gph, and oil fur- 
naces and boilers. 

Featured for the first time, the In- 
vader Model of Silent. Glow comes in 
one size for 1.0 to 1.65 gph and another 
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for 2.0 to 3.0 gph, and boasts of posi- 
tive centering of the gun tube parts, 
which is something for service men who 
complain that in some burners the noz- 
zles wiggle about in the gun tubes and 
often are Y” out of center with the re- 
sult that flames are lopsided. 

The Winkler low pressure burner, 
technical details of which are still news 
to hundreds of the visitors who crowded 
Winkler’s booth and made it one of the 
show’s busiest, was unchanged at this 
show. 

Electrol’s brand-new product at Bos- 
ton was a new .85 gph boiler-burner unit 
featuring a smokehood that can be 
turned to have the smokepipe run from 
the unit in any direction. A 1923 Model 
S Electrol was on display. 

Any show visitor could easily mistake 
the new York-Heat boiler-burner unit, 
termed the White Rose Model, for a 
giant-size domestic refrigerator. It comes 
in two sizes for .75 and 1.0 gph and has 
York’s special two-temperature boiler 
design that gives low-temperature hot 
water for radiant panels even while 
keeping a tankless coil surrounded by 
high-temperature hot water. Exceeding- 
ly interesting to boiler-design experts! 
York-Heat’s complete furnace and boiler 
line, which rates much time, includes 
also the Model PB9E, the Green Rose, 
the Emerald, and the Shamrock. 

It’s easy to provide complete heat or 
spot heat in any commercial or indus- 
trial building, said Prat- Daniel Corpora- 
tion men at the Boston Show, using the 
postwar-designed Thermobloc — unit 
which was shown to an oilheating audi- 
ence for the first time. Fired by a pres- 
sure burner at 3.0 gph for Model 300 
and 5.5 gph for Model 550, the Thermo- 
bloc is a furnace-burner unit, forced-air 
type, of 30” diameter to take up little 
floor space. Using a squad of these in a 
large building gives a zoned outpouring 
of warm air at very low cost for an ultra- 
modern heating motif, say Thermobloc 
men. Also: “A large plant, which buys 
its electricity or generates its electricity 
using Diesels, often generates steam only 
for heating. Thermobloc units can heat 
such a plant in a controlled, modern 
manner at great savings in fuel and in 
first-cost of the heating equipment.” 

Heil proudly announced two small 
furnace-burner units fired either by Heil 
vaporizing oilburners or pressure burn- 


ers, and adaptable besides to gas firing. 
New also are Models KFO and VFO, 
easily installed in limited space. The 
Heil line includes three sizes of steel 
boiler-burner units for from 1.0 to 2.0 
gph, and three pressure burners for up 
to 6.0 gph. 

Fluid Heat, of intense interest to en 
thusiasts for wall flame burners, pointed 
out that its new flame ring and “Flame- 
flex” handles cat-cracked oils at uncom. 
monly high efficiency, having been de- 
veloped lately just for this. There’s the 
new NB Series of Fluid Heat boiler- 
burner units and the new R Series of oil 
furnaces. 


Iron Fireman exhibited a brand-new 
pressure burner, 1/3 hp motor, for up 
to 20 gph. Also new was a .75 gph Vor- 
tex model; the Vortex line features a 
pressure nozzle firing upwards in the 
center of a hearth to give a “bowl-shaped 
radiant flame.” Iron Fireman’s horizon- 
tal rotary cyp burners, now made in 
nine models for from 8 to 125 gph, have 
the “Oil Volumeter,” which is a seven- 
piston, adjustable-stroke metering pump 
of unique and effective design, for fully 
automatic operation using the heaviest 
fueloils. 


Quaker, showing a new line of space 
heaters, pointed out improved appear- 
ance, different capacity ratings, and 
greater fuel economy. The Quaker va- 
porizing pot-type conversion burner 
features the Quakertrol which auto- 
matically adjusts combustion air for the 
low-fire and high-fire, while the forced- 
draft blower runs continuously. 

Quiet May announced many changes 
and additions at the show; brand-new 





The General Electric boiler-burner umt 
was shown with the companion furnace 
burner unit and brand new “Air-Wall 

specialties for modern forced air systems. 
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steel winter conditioners for .9, 1.25, 
and 2.0 gph with stainless steel fireboxes 
and slip-joint construction that gives the 
“dust seal” feature along with easy as- 
sembly; new boiler-burner units in five 
sizes for from 1.0 to 2.5 gph, with 
jackets so handsome that Quiet May 
men properly rave over them. The Gero- 
tor pump is used in Cadillac, Chrysler, 
and Buick engines, say the Quiet May 
men, for positive flow of lubricating oil 
even with a cold engine being turned 
over slowly by the starter. 


The show’s new item for Fairbanks- 
Morse was the FM line of furnaces, six 
sizes for from .4 to 1.65 gph. This is 
in addition to a complete line of steel 
“Lifetime-Flue” boilers for oil, gas, or 
coal, three pressure burners for 1.5 to 7 
gph, and the Fairbanks-Morse circulat- 
ing pump for horizontal or vertical 
mounting. 

Kaustine Company, Inc., offering fur- 
nace-type conditioners of 65,000 to 270,- 
000 Btu, distributed its new 20-page 
informative booklet, “How to Choose 
a Winter Air Conditioning System for 
Your Home.” 

Waterman-Waterbury appeared at 
the Boston exposition with something 
new under the sun, the “Blowertrol.” 
This is an electrically-controlled type of 
variable speed circulating blower. A bon- 
net control gives electric signals to a 
speed-control clutch of the friction type; 
the blower runs slowly when the bonnet 
is cool, faster and finally at normal speed 
as the bonnet temperature increases to 
design level. 

The Radiant Baseboard Panel ex- 
hibited by Utica Radiator Corp., with 
Utica cast-iron boilers and radiators, 
proved of lively interest to modern- 
minded boiler-radiator men. 

New under the sun for American 
Stove Company, and indeed in keeping 
with the latest, is the sales claim ‘will 
not disturb television reception” for its 
new Model A75UB vaporizing burner, 
winter air conditioner. Fired .72 gph 
by a 10” Quick-Heat stainless steel burn- 
er, the unit features a two-speed circu- 
lating blower. Just-announced models 
of Quick-Heat oil burning space heaters 
include Model 9437-4, fitted with an air 
circulating blower. 

Norge Heat proudly announced for 
the Boston Show a Model F600-80 win- 
ter air conditioner so new that litera- 


ture on it was not yet available. Provid- 
ing 80,000 Btu at the bonnet, this High- 
boy for medium and low-priced housing 
projects has a steel furnace that can be 
fired by a vaporizing burner, pressure 
burner, or gas burner. 

Thatcher Furnace Company, pointing 
out it has specialized in heating since 
1850, announced two new furnace-type 
conditioners for 1949. Model C-174H 
is coal-fired, and gives 58,000 Btu at the 
bonnet. “Thatcher NEW 550” is fired 
by a Thatcher pressure oilburner at .75 
gph. Besides its own pressure burners, 
Thatcher has forced-draft vaporizing 
pot-type burners for its heating units. 


Preferred Utilities’ booths were occu- 
pied by a Preferred Unit Steam Genera- 
tor, pressure and horizontal rotary cup 
burners, the industrial-size Draft-A- 
Justor, and other products. The Unit 
Steam Generator comes in 17 sizes for 
from 20 to 500 hp, and provides auto- 
matic operation using No. 6 oil. New at 
the show were the improved air-han- 
dling parts of Preferred’s pressure burn- 
er, available now in sizes for from 1.0 
to 4.0 gph. 

L. J. Mueller Furnace Company 
rightfully felt distinguished because it 
displayed and talked in terms of a fur- 
nace-duct system that really does an air- 
conditioning job; this Mueller Climatrol 
system provides winter air condition- 
ing, of course, but in addition actually 
uses a Freon condensing unit for cooling 
and dehumidification in summer. In ad- 
dition, Model #219 winter conditioner 
has a .6 gph vaporizing burner truly of 
special design, is available for gravity 
air circulation, is compact and easy to 
service and install, and is declared to fill 
the bill for low cost housing units. There 
was lots of talk about “Modular” design, 
but you've got to be Climatrol-educated 
to keep up your end in a “Modular” 
conversation. 

Jackson & Church was too busy with 
“America’s Most Complete Warm Air 
Heating Line” to emphasize which of its 
present models are new or redesigned. 
J & C says a dealer can have almost any- 
thing he wants from 52,500 to 3,800,000 
Btu outputs, and for firing by gas, oil, 
or coal. 

Eckhart Manufacturing Company, 
whose exhibits can be counted on to 
interest oilheating engineers, featured 
the Spiral Vane Monitor Combustion 
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Toridheet 
model, wins the hearts of these lovers of 
the wall flame rotary principle. 


conversion burner, 1949 


Head (or Cat-Comb-Spiralator) said to 
be free of service headaches because it 
has but one simple external jet line ad- 
justment. Also featured was the Korth 
steel boiler, guaranteed against leaks for 
five years, and made in seven sizes rated 
at 1.0 to 4.5 gph. 

Fitzgibbons Boiler made most of its 
Series 80 and R-Z-U Junior models for 
oil. The Series 80 comes in sizes rated 
at 3.6 to 9.8 gph; R-Z-U Junior comes 
rated at 3.6 to 9.8 gph; the 400 Series 
has sizes for 1.4 to 3.0 gph. Fitzgibbons’ 
unit for furnace-duct applications, the 
Directaire winter conditioning unit, had 
several new features. 

The Koven Waterfilm boiler booth, 
boasting the fastest-steaming boiler ever 
made, gave out data on regular Water- 
film boilers for oil, stoker, and gas firing. 
The steel sections of even the 51 gph oil 
boiler go easily through a door two-feet 
wide. The new Venko round boiler, fired 
at 1.25 or 1.35 gph and available with 
either of two types of jackets, is said to 
fill the bill for low-cost homes. 

The new Aldrich Bantam _boiler- 
burner unit, for .75 gph recommended 
firing rate and 1.0 maximum, and fired 
by the Model CX burner especially de- 
signed for this unit adds to Aldrich’s 
boilers, making seven sizes for up to 6.0 
gph recommended (9.0 gph maximum). 
Aldrich pressure burners were said to 
be available now for .75 to 32 gph. 
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For Waltham Oil Burner Co. some- 
thing new under the sun consisted of a 
vertical-nozzle pressure burner equipped 
with a Shell-design combustion head; 
no firebox is needed, a refractory hearth 
is used. Boilers and furnaces have just 
been added to the Waltham line; boilers 
for 1.0 to 3.0 gph, and furnaces for .5 
to 3.0 gph. The very interesting Model 
L Waltham pressure burner fires from 
10 to 18 gph, having two 6” gun tubes 
each fitted with three nozzles. Also using 
the Shell-design combustion head, this 
big burner is fitted with a special blower 
wheel having 8” blades and a diameter 
of 8/7”. There are two ignition trans- 
formers, one for each of the gun tubes. 

The highlight of Auto-Heat’s display 
was the Double Duty Unit, which is a 
winter air conditioner type warm air 
furnace that provides summer-winter 
hot water. Tight-closing dampers pre- 
vent heat from reaching the warm air 
ducts when the room thermostat indi- 
cates no heat is needed in the house. 
Inside the furnace jacket is a heat pick- 
up coil for use with a hot water storage 
tank. A separate blade-type fan circu- 
lates air inside the jacket to transfer heat 
from the hot surfaces of the furnace to 
the heat pick-up coil; this fan is started 
and stopped by a tank temperature con- 
trol. The unit was reported at the show 
as capable of heating a 30-gallon tank 
in 40 minutes, raising the water tempera- 
ture from 70° to 160°. This unusual 
summer-winter warnvair furnace is fired 
at 1.2 gph. 

Quiet Automatic’s attractions at Bos- 
ton included a complete line of pressure 
burners for up to 20 gph, a furnace- 
burner unit for .65 gph, and a personnel- 
tester called the Oomphometer. This 
instrument, seemingly not connected 
especially with oilheating, was used to 
test hundreds of show visitors and freely 
gave out such advice as “Try Oysters.” 

A spanking new winter air-condition- 
er, for .85 gph in one model and 1.0 gph 
in another, was the talk of the town in 
the Rotoflame headquarters. There are 
other Rotoflame units, a furnace for 1.0 
gph, and a boiler-burner unit for up to 
1.35 gph. Made in three sizes for up to 
10 gph, the well-known Rotoflame pres- 
sure burners are available now with 
stack-type or Visaflame safety controls. 

Announced as new for 1949, Models 
Nos. 36 and 48 of the Bethlehem Dyna- 
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therm boiler-burner unit are rated for 
1.35 and 1.65 gph; this distinctive ver- 
sion of combustion and boiler refine- 
ments still has the basic features known 
to the oilheating industry for years. 

The complete line of light-oil and 
heavy-oil S$. T. Johnson equipment was 
covered at the show, with emphasis on 
the new Model BH3, which is a combi- 
nation gas burner and oilburner. Using 
oil it is a pressure burner for up to 15 
gph. 

Rexoil’s big news item was a furnace- 
burner unit, all-steel with 28 air tubes 
1” in diameter and 12” long, of Ye” 





Giant-size demonstration model of the 

new Perfex room thermostat, featuring 

a built-in control to give the desired 
amount of electric heater effect. 


steel. This is the Model AC-105 for 1.0 
gph. Rarely economical performance is 
said to hinge on 400° stack temperature 
which is not exceeded even during con- 
tinuous operation for hours and hours. 
Rexoil now offers 32 burner models all 
told, including a wide variety of flange- 
mount pressure burners that permits in- 
stant fitting 
boiler made, 
gph. The Rexoil horizontal rotary cup 
burner for oils Nos. 5 and 6 comes in 
nine sizes for from 4.0 to 160 gph. 


to almost any furnace or 
and provides from .7 to 30 


Sundstrand Engineering Co. came out 
at the show with a new pressure burner 
which is foot-mounted or bracket- 
mounted. 


Standard Automatic pressure burners, 


made by the Standard Arcoil Corp. 
were featured in six models rated at 1.5 
gph to 10 gph. In the same booth the 
Hil-Ken Heating Company made th 
first showing of its “Jacket Fuel Saver’ 
which, through adding heating surfac: 
and a downdraft feature to a_ boiler 
to which it is adaptable, is said to cut 
stack temperature readings in half and 
therefore provide a tremendous increase 
in boiler efficiency. This economizer rig 
ging proved of great interest to show 
visitors with combustion testing and fuel 
saving methods on their minds; in pro- 
viding a fairly low-priced way out of 
red-hot smokepipe trouble, it may go 
a great way. 

Staffco’s new product for the exhibi- 
ticn was a combination gas burner and 
horizontal rotary cup oilburner for up 
to 25 gph, added to the Staffco line of 
horizontal rotary burners rated at 8.0 
to 165 gph. 

“Oil Thrifty” was the word at the 
booth of the Herco Oil Burner Corp., 
where a complete line of pressure burn- 
ers was featured. The dealer takes his 
choice of controls, using a stack-mounted 
safety panel or the built-in-the-burner 
Visaflame Introduced was 
Herco’s stainless steel furnace-burner 
unit. Three Low Boy models, one using 


control. 


a propeller-type fan instead of a blower, 
and three High Boys cover a capacity 
range from 65,000 to 110,000 Btu. 
The Swirling Heat oilburner, well 
known in the industry, features a pres 
sure nozzle firing upwards and is now 
offered in three models for 14 to 1.0 
gph, 1.0 to 2.5 gph, and 2.5 to 6.0 gph. 
Neat construction of the ignition sys 
tem parts was brought out at the show. 
Side-by-side on display in one booth 
were the Mohawk pressure burner, four 
models firing up to 10 gph, and the 
Consolidated Heat Generator, which is 
a steel boiler-burner unit of the rapid: 
steaming type and for which extremely 
low stack temperatures are cited. 
General Automatic oilheating equip 
ment, made by the General Oil Burner 
Corp., included as a new item a com 
plete set-up of “Floor Level Radiation” 
for hot water heating systems; also in 
cluded in the show were a warm aif 
package duct system, furnace-burner 
and boiler-burner units, and three models 
of pressure burners for 1.0 to 20 gph. 


(Continued on page 98) 
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Scouting the Show 


Seeing the Boston Exposition through His One Good Eye 


with 
Joe Keyhole 


H. FRIENDS! Let’s clear up one wide- 
ly held idea about Bostonians and Yan- 
kees—which is that they are cold to out- 
siders, and voyagers from the other 
provinces. Anybody who entered the 
crowded Exposition on Wednesday or 
Thursday will agree that this is all 
wrong. Our New England friends pro- 
vided us with a temperature and an at- 
mosphere that was about like you'd find 
in a berler room (as we say in Brook- 
lyn). Old Joe could hardly breathe. This 
was a real “business” Show. The dealers 
were all there looking for something 
good to sell (at a price, of course) and 
dealer optimism gave a lot of manufac- 
turers a shot in the arm. 

Speaking of shots, Shell Oil provided 
a chance to shoot at moving targets in 
their booth with real atomic-powered 
pistols. Joe Keyhole scored a masterful 
minus 10, the only negative sharpshooter 
in the Show. The theme was “You Can’t 
Miss With Shell Products,” and lots of 
visitors were finding it out. Lynch, 
Mockler, Glendenning and Wat Tyler 
were among those loading the guns... 
ran into Beagle and DeLancey of Miller 
Co., Meriden, Conn. Our advertising 
department didn’t know it, but they are 
still in the burner business in a big way. 
That DeLancey really jolts me .. . an- 
other welcome visitor was Georges 
Faurie of Evans Products, Plymouth, 
Mich., who talked over old times when 
life was simple and we sold oilburners 
one at a time instead of by the carload. 

Another hit-and-run visitor was Bob 
Birkins of Bogue (Homease Burners), 
Paterson, N. J., who never drags his feet 

always looking for business. 

Didja see the H. B. Smith Co. exhibit? 
A cut-away of the “Reliance” Mills 
boiler. 20 years ago old Perc Fansler 
used to tell stories about Mills efficiency, 
and I heard one this time about a Smith 
man who went out to check the stack 
temperature of a certain job where the 
owner kept pigeons in the basement. 
When he saw the pigeons walking along 
the smoke-pipe, while the burner was 


firing, he decided not to bother. Loyal 
Smithsonians in the booth were John 
and T. B. Reed, Stan Smith, Herzog, 
Dower and Williams . . . Jesse Johnson 
and the charming Mrs. Johnson came 
from Oakland, Calif., to help his boys 
(Bob Johnston, Bill Thoms, Walt Lees 
and Larry Kline) show the 150-V Econo- 
lux, and a very complete S. T. Johnson 
line, in a very large booth. 

Matty and the very lovely Maude 
Matheson were there. Whered’ya get 
the sun tan, sugar? . . . also John Straitz 
and Ed Bailey came in from National 





Dear Fellow Members of the Dirty 
Finger Nail and Liars about CO2, 
Stack Temperatures and Discounts to 
Dealers Society: Last week I was 
minding my own business when a 
guy from the Ed. Dept. of this here 
sheet walked up to me and said: 
“Keyhole, get busy and write some- 
thing immortal about the Boston 
Show.” Well, you know me and Tru- 
man came from the same place, and 
it’s unusual for anybody around here 
to speak to me without bringing in 
“son of” something or other, and be- 
sides I always had to fight my way 
into these pages before. So-o-0-0, I 
was startled and I dropped my mop 
and slipped on the soap and fell and 
broke the last bottle of Panther Sweat 
my old lady had cooked up for me, 
and cut myself right on the. So-o-0-o, 
I wrote this tripe standin’ up, on a 
moving train, and after listening to 
Georgie Gobel for about an hour. A 
guy can’t be at his best that way, and 
this is a pretty dreary mess. You 
think I’m kiddin’? Well go ahead 
and try to read it, but I'd advise not. 
Go home and get drunk, or talk to 
your kid in the 3rd grade. You'll get 
more out of life that way. There’s 
nothing like a clear conscience. I 
warned you. 

—Joe KEYHOLE 











Airoil in Philly. I wonder what makes 
that Bailey so irresistible to women? . . . 
handsome John Rex and his stalwart 
son, John, Jr., were circulating around 
talking about Rex Roto something-or- 
other combustion chambers, made in De- 
troit. Confidentially, I am going to sell 
John my Gulfstream and Hollywood 
Park system (s-s-sh,—you bet on the No. 
4 horse!) . . . the Fram Filter gang (I 
beg youse pardon) Organization, that 
is, had a live filtering demonstration 
separating oil from water and dirt as 
easily as I am separated from the Key- 
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hole bankroll. Paul Johnson, E. L. Sand- 
berg and Milton A. Phillips “sparkled” 
all over the place. 

You almost have to get out a special 
edition to tell about Minneapolis-Honey- 
well activities at the Show. Tom Mc- 
Donald, Art Lockrae, Harold Chapler, 
Arnold Michelson, Bill Brown, Charlie 
Cochran, John Bergan, Jennings, Hayes 
and many other M-H boys had a glitter- 
ing booth claiming “Controls for the 
Nation” and “Extra Sales Appeal for 
the Oil Burner.” They all got to bed at 
9 p.m. every night, were up early and 
ran around Boston Common before 
breakfast, each carrying a Modulflow 
carton. Their eyes were clear with health 
and their pockets heavy with wealth. 
Listen, kids, now do I get a Chrono- 
therm? The vacant lot is still there. Send 
over the gadget and we'll start building 
the house around it. 

Tuthill Pump had their usual neat 
booth with Bill Wagner and Ed Chap- 
man polishing off the panels that told 
the good features of “Pumprite” .. . 
Sun-Ray, from Jamaica, Long Island, 
with Gabe Marin hovering about, had 
more good-looking burners in one booth 
than these faded orbs ever saw before. 
The “Series S” was the nuts. Luft, 
Metzger, Nickerson and Levitt helped 
tell the “ultra violet story” all week ... 
right close was Thatcher Furnace from 
Garwood, N. J., with a swell booth stat- 
ing: “Specialists in Heating Since 1850.” 
All young guys around, too, with Carl 
Sahler, Russell Cook, M. C. Beard, Pete 
Fluery giving us the dope on the Series 
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“A” Oil Master. Good representatives 
of the Garden State, b’gosh. 


Stagg & Pearson of U. S. Register, 
way out in Michigan, zipped in for a 
look around. Didn’t think the burner 
guys sold so many registers, didja Spats? 
... As always American Radiator had 
a fine booth, always busy. Their cut- 
away of the Oakmont boiler, with an 
imitation burner and flame flickering in 
it was splendid. They also had cut-away 
views of the Arcoliner and Winterglo 
units. I didn’t see many big shots from 
Pittsburgh, but shook hands with V. F. 
Nelson, Philly, Balsinger, N. Y., Palmer, 
Newark, and Cronin, Hastie and Kishen 
—all good boys with the “Mark of 
Merit” tattooed on their foreheads. 

My old, old, old, old pal Pryor, with 
the talking pictures of 24 S.O.S. prod- 
ucts, Brooklyn, stole his part of the Show 
as usual. The guy is definitely on the 
ball . . . right next to him were the Herco 
gentlemen from Lancaster, Penna., Har- 
old Wilkinson and Fred Wiker, show- 
ing a new stainless steel warm air unit, 
and making the joint more pleasant with 
their own genial selves . . . and down 
the way was General Fittings, from 
Providence with their revolving General 
Tankless—described by Horton, Cotter, 
Maine, Jack Jones, Bob Hall and Frank 
Johnson, who are the dealers’ bank bal- 
ance’s best friends (or am I getting too 
devious?) 

It is probably the fresh air they get 
out there in the country, but somehow 
the Eddington Metal Specialty boys, 
Stan, Walt, Cas and Wes Czarnecki, 
always have something new and good to 
catch our eye. Like the flame mirror with 
the flexible handle, or the new strainer 
basket interchangeable with the filter in 
the Edco housing. Their booth looked 
good this year. I understand it was given 
a coat of Hudson Bay lacquer, to make 
it shine, after Triple Testing, like the 
nozzle. How do you get out to Edding- 
ton, by the way? Get Rand-McNally 
working on it, and send us a map... 
L. J. Mueller’s “fuel-thrifty” furnaces 
were displayed in an attractive green and 
yellow booth. C. L. Hewitt, the big shot 
from Milwaukee was there, and Otto 
Reis, H. B. Smith and Bob Hoehne did 
a good job showing the new No. 219 
unit. 


Johnson Heater Corp., of Saugus, 
Mass., were newcomers, but received 
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Attention Readers Among the Thir- 
ty or Forty Thousand We Saw at the 
Exposition: Joe Keyhole prepared 
for this awful effusion by sitting cross- 
legged on the roof of Mechanics Hall, 
Boston, for 6 days and nights, clad 
only in a coat of Stic-Tite and blowing 
assid,—assider,—assud,—oh, nuts,—— 
blowing like the devil on a Scully 
Whistle. So if you saw us or even 
visited our lace-draped, scalloped and 
pleated Booth, with the Magnetic 
Canes, Joe might not have seen you. 
If you are not listed in these breath- 
less inscriptions for posterity, come 
in some time when you are around 
37th St. and Madison Ave. and remon- 
strate with Keyhole. Or just plain 
kick hell out of him. 

—TuHeE KEYHOLE STAFF 











enormous interest. They make big oil- 
fired units for industrial heating up to 
5 million BTUs. N. B. Johnson, Ken- 
neth Johnson, and A. H. Theg handled 
the display . . . Gentleman Jim Rudolf 
and Burt Power showed the “Galon- 
gage,” old reliable gallon-reading gauge 
for tanks. They had 60 gauges spelling 
out the name on the background. A fine, 
honest organization... Joe Keyhole gives 
his second Grand Prix to Cleveland Steel 
Products, which had about the most 
beautiful color combination booth in the 
Show. Old Bill Smith, the archer, was 
not there, and it must be comforting to 
him to have a chip off the old block like 
young Bill, who was in charge. Bob 
Lucas, Joe Lappin, Joe Donnelly, Lou 
Dienst, Leslie Clough, and Old Man 
Rouse made up their Toridheet gang. 
Mrs. Keyhole loved those pastels. What? 
Oh, yes, they had equipment there, too, 
—very good. I guess Purdue is on the 
map to stay. 

Down from Catskill, N. Y., were Ted 
Seamans, Earnest Karbe, Jim McCauley 
and Ed Gardner, to man the Catskill 
Metal Prods exhibit . . . Oil Equipment 
Mfg. Co., of New Haven, with Dan and 
Mrs. Kaufman, and Oiving Marinoff, 
had in the background a three dimen- 
sional mask of a man’s face that scared 
hell out of me, but their new portable 
fuel unit tester was Okay . . . Edward 
Patrick Hayes, of C. A. Olsen Mfg. Co., 
Elyria, who personally sells more ex- 
cellent oil-fired furnaces than any other 
individual we know, was knocking 
around the hall with Reg Beckett and 
Stanton Fitzgerald. These guys collabo- 
rate on other real money makers for 
dealers. Reg has some swell testimonials 
which salute “The Commodore” . . 
Clarence Dieter and the lovely Mrs. 


Dieter were at the show, and his Bethle- 
hem Dynatherm Booth No. 688, got 
plenty of attention. 


Some new and refreshing personali- 
ties came to Boston from Guardian 
Couplings, at Michigan City, Ind., 
headed by Herb Forgash, H. J. Prueter, 
Dick Maldy, Tom Oliver and Mike 
Fabbri. Their new valves and their 
“torque test,” going on right in every- 
body’s view attracted much interest . . . 
while across the aisle was Hajoca, from 
Philadelphia, with a really beautiful glass 
panelled stand for a revolving table for 
the new burner, competing with Watts 
for the best small booth in the Show. 
Stroh, Barley, Dodge and Hanna told 
about fuel savings up to 30%. 


The Mayor of Brooklyn was there— 
we mean Jack Goldberg, of Radiant 
Utilities, with faithful Arthur Marcus, 
Joe Bloom and Julius Goldberg. He 
didn’t show his new burner head, to our 
disappointment, but watch out boys, 
when it hits the market! Anyhow, the 
Radiant burner got much attention . . . 
and right close was an old, old friend, 
Mr. Schoenewetter, from Virginia, with 
his revitalized “Swirling Heat,” and 
George Kelley, Doyle and Donella, to 
help him. It has a vertical nozzle, re- 
member? It was good to see these men 
again, after so long. 

I understand that Lloyd and Mrs. 
Aldrich are taking things easy in Wyo- 
ming, Ill. . . . anyhow the Aldrich Co., 
Heat-Pak burners and units were ably 
displayed by Stephenson, Fox, Mulder 
and Keefe. They had so many models, 
and products, you could get lost in the 
booth. We liked the new “Bantam” B.B. 
Unit. It is what 1949 needs, believe Key- 
hole . . . there was a booth that said 
“Viking Mfg. Corp.,” run by National 
Combustion Co. of Boston, with Mr. 
Burbridge and W. B. Coburn showing 
“Flatpak” ducts and fittings. I under’ 
stand Herschel Frasher dropped in for 
a day, and Bill Loer . . . which brings 
me over to the Weatherall Engineers 
booth, from Providence, R. I., where 
Chadwell, an old Missouri boy, had a 
swell new smaller boiler (325 feet), the 
Weathertherm, Cyclotherm, and the 
“Electronic Turbulator,” all designed to 
give “finer performance.” Gleason B. 
Lee, Bill Cummings and Russ McDonald 
helped Chad serve the customers. 

Dewey-Shepard, from Indianapolis. 
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sold boilers by the carload—no foolin’— 
with the “Tube within a Tube” story. 
R. B. Rhoads and George Arnold took 
the orders . . . and over at Silent Glow, 
Ross Sherman showed for one day and 
then had a date with a fly rod, leaving 
Henry Riordan, Bud Sherman, Earl 
Heiland, Dick Secor, Norman Heim, 
Fred Quattromani to show the new “In- 
vader” and the “Air Seel.” Ross is get- 
ting to be a speechmaker and the next 
time Joe Keyhole will be there with a 
bouquet for him. Their booth had 10,422 
burners in it—a day’s production at the 
factory, by the way. 

Some people enjoy life more than 
others, and that’s the way it is with the 
Electrol gang from Rutherford, N. J., 
Bob Andler, Lou Schroeder and Lenny 
Shultz ran the booth this year, with one 
old 1921 model—the first electric igni- 
tion burner, with the coil, spark plug and 
everything. They also had the usual 
balloons with a burner revolving around 
one of them, (Keyhole was drunk. that 
night), and some new equipment but 
the same old “Ball Flame.” When Key- 
hole wants a job, we know where he’ll 
try first! 

The Thrush “Adjustaflow” forced 
circulating hot:water system from Peru, 
Ind., had a fine exhibit, with E. D. No- 
land, Doug Heckman, George Fox, 
Harry Thompson, Rudy Lund and Fred 
Williams doing a good job. Ever notice 
that insignia of theirs? Very good... 
the best lighted booth at the Show was 
the Dual Flame Div., of the H & K Ap- 
pliance Co., Lima, Ohio, which is nat- 
ural, since the parent company is in the 
lighting business. Their black on white 
glass panels were superb, and of course 
the new firing head was sensational. 
Freeland L. Jennings, his boy Norm, T. 
O. Warfield and Frank Palmer handled 
the booth. They claim “30% fuel sav- 
ings,” and they got a big play . . . the 
dignified Mr. Albert Coleman, from 
Everett, Mass., was handling out sam- 
ple tubes of his new “Chiro Hand 
Cleaner” and got some very good com- 
ments on it. His Colco Products for the 
burner industry are numerous. 


We mustn’t forget the new Prexy of 
OHI, Al Atwill, and his Quaker Mfg. 
Co. booth, with its full line of vaporiz- 
ing equipment. He had H. J. Nelson, his 
vice president, J. B. Mathis and O. B. 
Nelson along to help him tell the story 


... Ed Kraber, of De Soto, York, Penna., 
dropped in for a minute. Sure is a big 
guy ...and we saw Dex Goldthorpe of 
Socony, and the lovely Mrs. G., who 
was a co-worker at the old Am. Oil 
Burner Ass'n. ... and young Felix 
Sposito, the Gold Star man from Yon- 
kers, who is doing quite a burner pro- 
duction and sales job. 

In the FO&OH Booth Marshall 
Beuick, our circulation and book man 
sold 14,115 copies of Beacon Boiler 
Books, subscriptions, reprint books, etc. 
That extra car you saw going out of 
South Station on the New Haven was 
loaded with our money. Guarding it 
were Bert Dunphy, Harold Hannigan 
(our new boy from the Midwest), Lee 
Steedle (Eastern Advertising), Bob and 
Louise Gray, ““Cobe” Coburn and Art 
Winkler. We took 6 pictures, gave away 
4,320 canes, and wrote millions of words 
about this affair... next door was Crotty 
Mfg. Co., where Mike Crotty showed 
his b.b. units, from Flushing, N. Y... . 
and farther down was Refractory & In- 
sulation Corp. of New York, where 
Hegeman, Marwick and O’Dwyer sold 
“Stic-Tite” and combustion chambers in 
huge volume. 

In our end of the hall was Duo-Therm 
(Motor Wheel of Lansing, Mich.), who 
make oil-fired furnaces, water heaters 


Ore 


and space heaters in enormous quantities 
and carry FO&OH canes. Their gang 
included A. R. Frantz, Joe Kennedy, R. 
H. Reeder, E. Crary, and Lou Vander- 
till. It was surprising how much atten- 
tion they got, and we are going to tip the 
Keyhole hat hereafter whenever we pass 
a Duo-Therm sign... one welcome 
visitor was Russ Dawley of Norman 
Products Co., Columbus, Ohio . . . and 
Clarence C. Bartling, Crescent Parts & 
Equipment Co., St. Louis, one of the 
smartest suppliers we know . . . and of 
course Mr. Eisentrager and Mr. Neu, 
from Monogram Products, in Philadel- 
phia, telling us about their excellent com- 
bustion chambers, and the wonderful 
boxes in which they are shipped (ask 
"em sometime). 

Warren Ferguson, of Vent-Rite “Bet- 
ter Venting Valves” was one of the last 
and still most welcome guys we saw at 
our booth. He’s got quite a gadget there, 
particularly the No. 66. . . Ed Isaacs of 
Cronin Supply, Cambridge, wandered 
by, along with Ray Eldredge, of Fram- 
ingham and Lou Gianntino, of Bell 
Pump Service. And Charlie Cronin, too. 

Ralph Dennis and Ira Nelson had 
headquarters in the Lenox for the many 
friends of Boston Machine Works, Lynn 

. we also saw Mr. Harsch, of Hago 
Nozzles, Irvington, N. J., and got a sur- 
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The Czarnecki boys—Casimir, Stanley, Walter and Wesley in the usual order— 
on duty in the Eddington Metal Specialty booth, the only exhibit in the Show 
manned by four brothers. 
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prisingly good testimonial about his noz- 
zles from a burner manufacturer, right 
in our presence .. . Waterman-Water- 
bury had a swell booth, but we didn’t 
see Dave, Don, or any of the boys from 
Minneapolis. 

Will everybody please stand up while 
I give a little credit where it is due? If 


the Oil-O-Matic Booth didn’t steal the 
Show it came mighty close. It was a 
superior arrangement of product, plus 
some wonderful seats for a movie. All 
the boys wore gray pants, blue jackets, 
white shirts and maroon neckties that 
said “The New, All New Fifty Ten,” 


and they were on their toes every min- 


Bell & Gossett Exhibit 


Judged 


Ba. & GOSSETT COMPANY of Morton 
Grove, Ill., won the FuELom & Or 
HEAT Plaque for the best all-around 
exhibit at the National Oil Heat Expo- 
sition at Boston. 

The double booth employed black, 
white and red contrasting panels, with 
all Hydro-Flo products shown either in 
illustrations or actual samples, some in 
cross sections. The lighting of the various 
exhibits ranged from indirect to a blinker 
system on one side that used infra-red 
rays that made the items placed there 
loom up out of otherwise complete dark- 
ness, Two miniature plastic houses 
showed a radiant heating system and a 
combination of radiator and baseboard 
(2-zone) applications. In the foreground 
was an active demonstration of the B 





BELL & GOSSE 


Best at Boston 


& G relief and safety valve. In attend- 
ance were Messrs. Pullum, Patterson, 
Sprague, Invester, Hanley and Ripley. 
The Judging Committee, supplied 
through the courtesy of the Technical 
Advertising Association, which is the 
Boston Chapter of the National Indus- 
trial Advertisers Association, included: 
Richard W. Janney, N. E. Dist. Mgr., 
McGraw-Hill Publishing Co.; John S. 
Sessler, sales prom. mgr., Wheeler Re- 
flector Co., Boston; and Joseph T. Coe- 
nen of the Alley & Richards Advertising 
Agency, Boston. Selection was made on 
the basis of the beauty, sales and edu- 
cational values of the exhibit, and the 
decision was unanimous. Runners-up 
were Perfex Controls and Cleveland 


Steel Products Co. 





Presentation of the FuELomL & Om Heat Plaque. Left to right: John S. Sessler, 

Joseph T. Coenen, (both judges); A. G. Winkler of FuELom & Om Heat; 

Ralph Patterson and Clarence Pullum, of Bell & Gossett; and Richard W. 
Janney (judge). 
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ute. Henry Burritt, Ed Davison, Milt 
Stagg, Earl Nesmith, Howard Earl, Bill 
Sneltjes, Bill Matheson, Charlie Branch, 
L. G. Brown, Allen Fiske, Skaggs, Cor- 
mack, and a hell of a lot of others did 
the job, but good. Ray Pinkerton gave 
ragged old Joe one of the neckties, and 
some stink—fellow stole it off his neck 
while he was dru—asleep. Gettin’ so it 
ain't safe at these Expositions. 

That Penn Electric Switch crowd, 
from Goshen, Ind., always come up with 
a good slogan. This year, in big letters 
on the booth background it said “It’s 
Good Business to Switch to Penn Con- 
trols.” On hand to argue about it were 
Malc Henning, Bob Luscombe, Bob 
Clark, Carlos Morgan, Skipper Barr— 
old Sandy McPherson himself—Bob 
Ratliff and E. H. Price. 

Prat-Daniel, newcomers from Port- 
chester, N. Y., showed some huge forced 
warm air units with the story: “Heat 
Where You Want It When You Want 
It.” Attending were E. M. Tarnoff, Fred 
Cole, E. H. Leeming, R. A. Klapp... 
A guy named Patten, from Sycamore, 
Ill., dropped into the FO&OH booth, 
and claimed he was the only manufac- 
turer (he is a vice-president) who ac- 
tually went out in the field and checked 
the installations his dealers make. If this 
ain’t smart, call me jerky . . . my boys 
from Jersey City were there. They can- 
not tell a lie. “Waterfilm is the Best,” 
and besides it will walk on all four legs 
through a 2-foot door, or am I having 
nightmares? Arthur Hanson, the peo- 
ples’ cherce, was there with Eddie Wo- 
decka and Freeman, their Boston Boy. 

Rochester Mfg. Co. told the “Inside 
Story of Gauges,” using a lucite tank, 
with even a gold fish, yet. Clark Hast- 
ings, John and the very lovely Bert Ker- 
shaw, and Moose Chase told about Safe 
Oil Gauging. These people look good to 
me even when I’m sober. This year | 
will give the facts about the exhibit so 
help me. The tank was full of gin, and 
that is why the gold fish died! (I am 
probably the biggest liar south of East 
Overshoe, N. H.). 

It is about time I gave credit to the 
exhibit that topped the Show in the west 

end of the Hall. Timken Silent Auto 
matic not only had a remarkably wel! 
displayed line of “Wall Flame” and 
gun-type equipment, and the new 


(Continued on page 99) 
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Oilheating in Fourth Stage, 
Explains Matheson at ESPA 


- 
_—— BEFORE the Empire State 
Petroleum Assn. of Elmira, New York, 
on May 24, W. A. Matheson, director 
of Eureka-Williams Corp., explained 
that the emphasis today in the fourth 
stage of oilheating industry development 
is on fuel cost. 

Basically, he pointed out, the full his- 
tory of the industry has divided itself 
into four cycles each identified by the 
question most closely associated with it 
... (1) Will the burner work? .. . (2) 
How much does the burner cost? ... (3) 
Will there be enough oil? .. . (4) How 
much does oil cost? 

Anticipating more active competition 
from other fuels in future years, and yet 
recognizing that fueloil prices must con- 
tinue reasonably attractive to refiners, 
Matheson appealed to oil and burner 
men for teamwork to get for the house- 
holder the fullest measure of satisfaction 
from his fueloil dollars. He recalled that 
for seven years we have been able to 
blame our shortcomings on factors out- 
side of our control, but that no alibis 
remain and from here on we alone are 
responsible for the public’s attitude to- 
ward oilheating. As a future program 
for oil and burner men, he summarized 
the talk into these suggestions, “Let’s 
respect our industries . . . as we respect 
each other. Let’s recognize and respect 
the demands of our customers—old and 
new. Let’s design and build even simpler 
equipment. Let’s share our technological 
and mechanical skills. Then let’s get our 
know-how into the field—to the men 
on the job.” 

Another speaker in the two-day ses- 
sion was Prof. Raymond Rodgers of 
New York University. In his “Outlook 
for Business” discussion he discards the 
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possibility of any serious setback for 
three principal reasons: (1) There has 
been little drop in true values other than 
real estate; (2) Hourly wage rates con- 
tinue to rise slightly; (3) Government is 
committed to high spending. With sav- 
ings and bank deposits at a peak of 298 
billion dollars, he sees enormous spend- 
ing power as selling efforts are restored. 
Rodgers further predicted that while 
some industries will fare better than 
others our total volume in all lines this 
year will not drop more than 10 per cent 
below 1948. 

F. Raymond Kraemer, New York 
credit consultant, had a chart talk based 
on ten year operating results of three 
large petroleum marketers in New York 
state. These companies sold both retail 
and wholesale fueloil and small amounts 
of gasoline. Kraemer based all of his op- 
erating costs on percentages of the sale 
price, a method which brought out some 
most interesting trends through the 
years. 

The accompanying table shows Krae- 
mer’s breakdown for retail distillate 
heating oil only, and using fractional 
cents instead of his percentages. The 
“sales index” figure refers to dollar vol- 
ume with a gain of 190% in ten years. 
However, because the price per gallon 
rose during the period, the rise in gallon- 
age was 55 per cent in the ten years. 
Harry Hilts, Assn. secretary, joined 
Kraemer in a forum discussion on the 
cost study. 

Other speakers were Frank C. Knapp, 
Endicott Johnson Corp., with the sub- 
ject, “Credit Trends,” Quentin W. 
Regestein, New York State chairman, 
Oil Industry Information Committee, 
who reported on the group’s public rela- 


Distillate Heating Oil Operating Costs 


1938 1939 1940 1941 
Dollar Sales Index 100% 129% 151% 156% 


Average Sales Price 6.72c 6.11 6.51 6.69 
Average Cost 4.60 3.98 4.63 4.57 


Gross Profit per Gal. 2.12c 2.13 1.88 212 














Temperature Loss (——————— 
Yard Expense .17c .17 .16 
Delivery Expense .81 .65 58 .70 
Sales Expense .40 Pp >. Be i) 30 
Admin., Officers, Taxes 


and Profit .72 .76 Bp 4 BS 


No record for this period —— 
5 12 13 


1942 1943 1944 1945 1946 1947 1948 
138% 135% 145% 173% 195% 247% 290% 
7.74 8.94 9.00 8.37 8.28 9.63 12.57 
5:90 6.92 691 623 $87 682 957 


1:84. 2.02 2:09 2.14. 241 (2.81 . 3.00 
) 8c .04 .03 .04 
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tions activity. Charles H. Wagner, presi- 
dent, American Oil Co., discussed prin- 
cipally “divorcement” at the banquet 
session. 


Melvin O. Hickman, Elmira, was re- 


-elected president. Other officers, also re- 


elected, were vice-presidents Thomas 
Brown, New Rochelle, Elbert J. Town- 
send, Leroy, M. J. Connor, Syracuse, 
Geo. L. Savory, Binghamton, treasurer 
E. C. Drake, Syracuse, secretary Harry 
B. Hilts, New York, Ass’t. secretary 
Chas. Lockard, New York, and ser- 
geant-at-arms Frank D. Burch, Webster. 
Three new directors were elected: 
Arnold Dubb, Albany, Charles E. Ben- 
nett, Hempstead, and Harley Williams, 
Remson. 
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Fueloil Prices Must Compete 
Says Marshall at Boston 


SPEAKING BEFORE the Independent Oil 
Mens Assn. of New England at Boston 
on May 4, J. Howard Marshall, presi- 
dent of Ashland Oil & Refining Co., 
and API vice-president, stated that fuel- 
oils must compete in a growing market 
and compete at a price with other fuels. 


Because crude supplies are abundant 
and because gasoline demand must con- 
tinue to grow, refiners will make increas- 
ing quantities of fueloil and must find 
or create a market for it, in Marshall’s 
opinion, Explaining that these fueloil 
markets must push ahead in the face of 
developing natural gas competition as 
well as that of other fuels, he warned 
that this must be done at a price—that 
the oil industry cannot complacently sit 
on what it has and price itself out of the 
market. 

In line with this thinking, Marshall 
further believes that since fueloil must 
compete with other fuels at a price, gaso- 
line which has no direct competition 
must carry the major cost of refining 
today’s costly crude oil, and predicted 
that gasoline prices may have to go still 
higher than now. 


© 


E. M. Smith, formerly Chicago branch 
manager for Penn Electric Switch Co., 
has joined Sundstrand Engineering Co., 
Rockford, IIl., as sales manager. 
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Selling More Fueloil 


Sources of New Fueloil Accounts and Some Sales Practices 


by 
Robert Gray* 


_— FUELOIL is an activity that’s 
grown fuzzy through the past seven 
years of war and rationing and boom 
and bust and shortages. 

Yet there’s nothing particularly 
unique about the fueloil industry on that 
score... other industries find themselves 
in the same situation . . . feeling the 
strain of trying to get the sales depart- 
ment off of dead center. Within the 
next year or two we are going to see 
a real revival of selling in all lines. 

The extraordinary growth of most in- 
dustries in order to handle the war needs 
finds them today with too great a capac- 
ity for the limited quantities people can 
afford to buy. We are all going to line 
up in a battle royal for the consumer’s 
dollar. The fueloil group definitely wants 
an increasing share of that dollar, be- 
cause the oil industry has a lot of sur- 
plus productive capacity, even for years 
when we may have very cold winters. 
More important than that, we want 
more of the dollar because we know that 
any business must either grow or decay. 

Before we start looking for ideas on 
how sales might be increased, it would 
be a good plan to learn where we stand 
now in fueloil selling activity. In other 
words, how do fueloil men make sales 
now? 

We know the source of new fueloil 
business that the marketers got last year. 
Of course, 1948 was an abnormal year 
in many ways, yet it is the point from 
which we have to start. 

The chart shows rather clearly the 
relative importance of five principal 
sources of new fueloil customers, and 
then lumps all the others into a sixth gen- 
eral bracket. The figures on the chart 
apply to the Mid-Atlantic area. 

For other sections of the United States 
there is not a wide variation from this 
same pattern for the year 1948. 





*Summary of a talk before the Fuel Oil 
Distributors Assn. of New Jersey, Asbury 
Park, April 28, 1949. 
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Most significant in this chart is the 
first line, showing that 45 out of each 
100 new fueloil customers last year came 
as a result of direct oilburner sales by the 
company that also supplies the fueloil. 
In a broad sense all the new fueloil cus- 
tomers for the industry as a whole can 
only come from the creation of new oil- 
burner users, but we’re looking at the 
experience of typical companies in which 
customers are not only created but also 
some are lost to competitors each season 
and others gained from competitors. We 
know from other studies that 65%, or 
virtually two-thirds, of all oilburners in- 
stalled last year were sold by companies 
that also sell oil. Approximately 365,000 
burner installations were made last year 
in the country for new oil users, and this 
of course does not include burner sales 
for replacements. Firms engaged in the 
fueloil business sold 237,000 of these, 
which leaves 128,000 that were sold by 
companies not in the fueloil business. To 
get the gallonage of this second group, 
all oil companies were privileged to get 
in the scramble. Then, in addition, just 
about 162,000 fueloil users switched last 
year from one oil supplier to another. 
This indicates about a 4% turnover of 
old customers for the industry as a 
whole, an exceptionally low figure, but 
it is understandable in a year when peo- 
ple had been frightened about oil sup- 
ply, and there was not much incentive to 
go changing around. 


Compete For 55% 


We see, then, that after we get past 
the first item on the chart, representing 
45% of all new fueloil customers, the 
other 5 bars totaling 55% embrace the 
business of getting customers as a result 
of the 128,000 new burner installations 
that were not made by oil companies 
plus the 162,000 old customers who gave 
up their former suppliers. 


The largest source in this group and 
second on the chart was “Old Customer 
Recommendations.” This could mean 
that when a small burner dealer made 
an installation in a residence, the next 


door neighbor, or perhaps a relative said. 
“You must get your oil from Home Fuel, 
they’ve been lovely to us for a good 
many years, and we know you'll like 
them.” Or it could mean that an old 
customer telephoned to his oil man and 
said, “My neighbor is putting in a burn- 
er; why don’t you come out and get his 
oil business?” 

The next item, “Personal Solicitation” 
means usually a cold turkey approach 
by an oil company salesman to either get 
the business created by a new burner in- 
stallation, or to take away a present cus- 
tomer of a competitor. 


Try For Them All 


Sometimes we have a feeling that it 
isn’t cricket to take some other com- 
pany’s customer, particularly in these 
days of good fellowship and trade asso- 
ciations, but on the other hand, the oil- 
heating industry as a whole will get along 
better when there is active competition 
for every customer. This insures that 
each oil company will try and treat his 
customers better to hold them. 

The next bar, “Direct Advertising 
Responses,” conveys just that. It does 
not mean that 3% in volume is the full 
measure of the value of the advertising 
done, because any well planned publicity 
builds permanent stature for a company 
in its market, and helps in all types of 
selling. The chart actually shows that 
3% of new fueloil customers came from 
direct walk-ins or prospects who phoned 
or otherwise identified themselves with 
some appeal made in advertising. 

The last specific segment, “Commis: 
sions For Burner Dealers,” is self-ex- 
planatory and we will explore it a little 
later. 

Getting back now to the most impor’ 
tant single source, or the new burner 
installations, we recognize that when an 
oil man sells a burner, the added effort 
to get the oil contract is virtually noth 
ing. The problem then becomes one of 
how to sell burners. There is no quick 
and easy answer to this, but certainly in 
today’s highly competitive market sell- 
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Principal Sources by Regions 


Sources of New Fueloil Customers 


New 

Eng. 

Through new burner installations 54% 
Old customer recommendations 8 
Personal solicitation 23 
Advertising leads 5 
Through burner dealer commissions 1 
Other sources 9 


ing oilburners does not mean simply 
order-taking. 

In the outlook for burner sales, there 
is much optimistic thinking throughout 
the industry at large. 

Nearly all of the dealers who report 
to us monthly fully recognize that they 
must go back to careful and diligent sell- 
ing programs, and most of them plan to 
do it rather soon. However, up to now 
not so many have started real campaigns. 
We can’t criticize anyone too vigorously 
for not wanting to work hard just yet, 
because we got out of the habit, and are 
not yet hungry enough to be much con- 
cerned about incomes. It is quite clear, 
though, that during the months of 1949 
we're going to be getting up steam, and 
witnessing a lot of burner sales activity 
all around us. Some real campaigns will 
be starting fairly soon. 

The optimism over the burner sales 
outlook is on the increase. At the first of 
January we asked our group to size up 
their prospects and make a guess as to 
how their 1949 business in burner in- 
stallations would compare with 1948. 
For the country as a whole, they esti 
mated that the volume would be up 
19%. Then three months later, or on 
April 1, we asked them the same ques- 
tion, and they estimated that their sales 


fue/oil 


Mid- Mid- Pac. U. S. 
Atl. west N. W. Avg. 
45% 55% 46% 50% 
19 16 18 16 
15 13 17 16 
3 3 6 4 
3 poe y 2 
15 13 11 12 


for the year will be 24% over last year. 
This thinking apparently is all based on 
future months, since the installations for 
the first quarter of the year were just 
about the same as in 1948. 

A large fueloil marketer does not have 
the feeling of urgency about getting 
burner installations that would be found 
in a strictly oilburner dealer, who lacks 
the foundation of fueloil volume and 
profits. At the same time, any company’s 
burner sales should keep up with the in- 
creases of the industry as a whole or that 
company is not making the most of its 
opportunities. 

Before the year is out, we can expect 
to see quite a lot of burner sellers em- 
ploying much the same selling methods 
that were used back in 1941, and earlier. 
Some dealers with a lot of imagination 
have been trying canvassing and general 
solicitation and finding quite good re- 
sults. 

The public generally got scared off by 
the bad headlines on oilheating. Only 
about one-fifth of persons interviewed 
today would say that they lack confi- 
dence in future oil supply, but a good 
many more have dismissed the whole 
subject from their minds, and we have 
now got to get out and preach the gospel 
with considerable determination. 
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Taking into account the fact that deal- 
ers generally are optimistic, we are in- 
clined to predict total burner installa- 
tions of about 550,000 for the country 
this year, which would be a rise of 20% 
over last year’s installations. When we 
assume that 75,000 of these will be re- 
placements of old oilburners, and that 
another 25,000 will be needed to offset 
losses to other fuels, we are thinking in 
terms of 450,000 new oil users for the 
country as a whole. This means that 
there will be at least 11% or 12% more 
customers to be served next year. So if 
a company does not wind up this year 
with at least 10% more customers on its 
books than it had at the start, it won't 
be keeping up. Naturally more new ones 
than that must be added because some 
will be lost. 

In selling oilburners, salesmen run 
into discussions of fueloil supply and 
price. It’s high time to dispel the notion 
that fueloil was plentiful this winter 
only because the weather was so mild. 
We have heard a number of oil men 
make that statement. 


Surplus Without Mild Winter 


Just how much effect did the mild 
winter have on our present heating oil 
surplus? In Eastern states the winter 
to April 1 was 15% warmer than nor- 
mal; in the Midwest it was 9% warmer 
than normal, so for the whole area east 
of the Rockies, which should be con- 
sidered as a unit, the actual Degree-Day 
shortage was about 11%. 

Distillate heating oil demand averages 
around 600,000 barrels a day, so the 
effect of the unseasonal warmth was to 
save about 66,000 barrels a day. This 
happens to be just about the amount of 
actual surplus over normal stocks that 
was piled up in terminal storage by 
April first. 

But remember that during the winter 
oil production was cut back, starting 
with 250,000 barrels a day in December 
and reaching a million barrels a day dur- 
ing March. Since distillate has been run- 
ning around 20% of the barrel, you can 
see that we had production and refining 
capacity if needed to be able to pile up 
an additional distillate surplus of 50,000 
barrels a day in December and of 200,- 
000 barrels a day in March. It is impor- 
tant to get this idea across to the sales 
force. We could have had the coldest 
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winter in all history and still have had 
a considerable surplus of heating oil. 

Fueloil price has been abnormally 
high, but today it is actually a bargain 
compared to other costs. If we measure 
it by the Bureau of Labor Statistics’ 
Cost of Living Index, the price of No. 
2 fuel today would be 11.4¢, and as 
long as it stays below that, it is cheaper 
than general living costs. 

What about the value to be found in 
a domestic oilburner? There we have one 
of the real bargains. The average sale 
price of an oilburner today, $341 for 
the simple conversion job, is just 43% 
above the price at the end of 1939, while 
the cost of living index is up 70%. Nat- 
urally there is some pressure to get 
burner prices down even below today’s 
low point, but it cannot be very suc- 
cessful because labor costs stay the same. 
We have already seen a drop of nine 
points in retail burner prices since the 
peak last July, and 18 points in whole- 


sale. 
Sell More Heavy Oil 


Perhaps this is a good spot to get in 
a side observation about heavy fueloil. 
It's a drug on the market and the 
weather has affected it almost none. 
Heating is only one of the minor uses 
for residuals; it accounts for 11% of 
the total volume. Then if weather was 
also 11% warmer than normal, its total 
effect was 11% of 11% or only 1.2% 
on the total residual demand. Get this 
across to customers and prospects. Don’t 
let them go on believing that residuals 
are plentiful and cheap simply because 
of the mild weather. 

The manufacturers of heavy oilburn- 
ing equipment report that there is a lot 
of distrust on the part of prospects over 
future supply and price of No. 5 and 
No. 6. They fear that the present favor- 
able market is very temporary and that 
the oil industry, like as not, will be tell- 
ing them in another year to go back to 
using coal. You can’t blame them, be- 
cause the oil industry has had a record 
of uncertainty on that score, with a 
“now we want you—now we don’t.” 

To get a line on the probabilities of 
residual supply and price for the future, 
we made a point of talking with several 
top level major oil men, particularly 
those having activities throughout the 
world as a whole rather than just within 
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our country. They hold much the same 
views. These men are quite convinced 
that not only will residual fuel be plenti- 
ful, looking well into the future, but 
also that its price will not be able to 
climb much above parity with coal. Of 
course today it is below coal parity be- 
cause of the surplus, but over a longer 
period of time, it can be expected to 
about equal coal-burning costs. 

If we relied on our own country’s 
supply of residual, it would become less 
plentiful with the years because all of 
the new refinery capacity being built was 
designed to get the smallest possible 
amount of that heavy fuel. The world 
picture, however, is quite different. One 
reason for the soft market on heavy fuel 
today is that the Middle East started sell- 
ing its residual oil, instead of pouring 
it back into the ground as it had been 
doing for a number of years. Those re- 
fineries started selling their residual 
principally because tankers became plen- 
tiful and cheap, and they could make 
a profit by shipping it to various parts of 
the Eastern Hemisphere. 

Europe in particular had been getting 
its residual mostly from South America, 
but when the time came only a few 
months ago that it could be supplied 
from the Persian Gulf, the Caribbean 
heavy fuels turned in the direction of 
our country. The outlook for the future 
is that the same influences will exert an 
even stronger force in the same direction 
and that the vast amounts of South 
American residual oil will increasingly 
come to our shores. When we recall that 
next to the United States the Caribbean 
area is the world’s largest producing 
zone, and that many of its crudes run 
to 45% residual fuel, there is certainly 
very little probability of again running 
into a tight situation. 


Import Restrictions? 


There is one possible unfavorable de- 
velopment that should not be overlooked. 
The Independent Petroleum Association 
of America is putting up a powerful 
fight in Washington to get legislation 
to prohibit oil imports until such time 
as American production is running full 
blast. Most top oil men believe that there 
will be no such restriction imposed, but 
if it should eventually come, they then 
believe that residual fuels would be ex- 
empt from any limitations because of 








“Would you object to my selling chances around the 
office on you for a dinner, theater and night club date?” 


the point mentioned earlier . . . that our 
own domestic refiners are moving to cut 
down their own residual yield in the 
interest of higher profits. 

As nearly as any future situation can 
be looked upon with reasonable cer- 
tainty, residual supply and price are 
going to be favorable to our selling heavy 
oilburners and building more heavy oil 
gallonage. 

Getting back to our chart and think- 
ing again about building up sales for 
distillate heating oil, let’s notice again 
the second point, “Old Customers’ Rec- 
ommendations.” This is a matter of mak- 
ing folks like the company and service 
well enough that they do something 
about it. 

They have to like a company very 
well for this to happen because we all 
know from experience that we complain 
about a lot of things, but only rarely 
do we praise anything or anybody. It is 
human nature to expect perfect per’ 
formance and to act surprised only when 
we don’t get it. Perhaps a few observa- 
tions of what individual dealers are do- 
ing could bring us an idea on making 
customers like us. If some of these have 
been mentioned before, they’re worth 
repeating. 

Frank Spencer, who just retired in 
February after being head of the Spen- 
cer Petroleum Co. in Chicago for quite 
a few years, made a success of the fueloil 
business to the point where his company 
was bought out by Socony-Vacuum. 
One interesting thing he did was to keep 
up a barrage of postcard messages to his 
fueloil customers, sending out a card on 
the slightest provocation. These cards 
always told the customers something in- 
teresting or useful about the oil business, 
perhaps explaining the background of 
something the folks had read in news’ 
papers, sometimes announcing a price 

(Continued on page 92) 
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0 all the advantages of fully automatic temperature manufacturer you buy from includes the Flame- 
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Selling Emphasis Urged 
By Ulrope at Asbury Park 


L. E. ULROPE, VICE-PRESIDENT of Esso 
Standard Oil Co., speaking before the 
Fuel Oil Distributors Assn. of New Jer- 
sey at Asbury Park, April 29, mentioned 
the estimates of his company’s econo- 
mists on oilburner installations during 
the next four years . . . figures substan- 
tially lower than generally accepted in 
the oilheating industry. 

For 1949 the Esso economists expect 
385,000 oilburner sales, of which 310,- 


000 would represent new oil users; for 
1950 they forecast 359,000 sales with 
289,000 new; for 1951 they project 342,- 
000 and 262,000, and in the following 
year 301,000 and 216,000. For the four 
years the totals would be 1,397,000 
burners sold of which 1,077,000 would 
be new oil users. 

This total would be about thirty per 
cent below actual sales of the past four 
years even though one of those years 
was 1945 when burners could be sold 
only after VJ Day. Friends who thought 
the Esso predictions low reminded 
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Naturally, you want a meter so nearly perfect you 
can put it on the job and forget it. Here are the 
features an outstanding meter should give you: 
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tion. Dial on outside of meter tells you how at first glance. 


THERE’S A GRANCO METER TO FIT YOUR NEED 
See your distributor, or write today for full 
particulars. GRANCO sales and service 
throughout the nation. 


= 


Pe 
fer 


COST. 








GRANBERG CORPORATION 


Oakland 8, California 








™N 


Also makers of Granco Rotary Positive Displacement Pumps 





68 















Ulrope that for 1947 his people had 
predicted 450,000 burner sales and the 
actual figure had been 888,000. 

In discussing the need for resumption 
of old-time selling, Ulrope stated that 
40 per cent of Esso salesmen had been 
with the company five years or less, and 
had thus had no experience with real 
selling. Speaking of the public’s ability 
to buy oilheating if convinced it should 
have it, he cited the estimated sales of 
television sets this year—one and a half 
million units at $250 to $1500 each. 

W. Chalmers Burns, president of 
Hartol Petroleum Corp., urged fueloil 
men to stick with their regular suppliers 
even in a surplus period and not desert 
them for the intermittent spot sellers 
who take advantage and chisel prices 
down, pointing out that these are the 
same operators who in a short supply 
period had charged exorbitant prices for 
their spot offerings. Burns further urged 
fueloil marketers to sell heat rather than 
oil and to the extent that they could 
build customer confidence, they will not 
be penalized by the loss of accounts to 
the no-service sharpshooters. 

R. M. Sherman, president of Silent 
Glow Oil Burner Corp., speaking of the 
future of the oilburner industry, de- 
scribed opportunities for growth in new 
applications, mentioning as an example 
that his company had sold 500 burners 
for preheating freight cars loading pota- 
toes in Aroostook County, Maine. Other 
interesting points by Sherman included 
these: The oil industry has got to get 
business to mop up the flood . . . In spite 
of poor mouth talk the savings deposits 


| continue to grow... The public knows 
| what burners and oil are worth . . . The 


burner man can’t live on last year’s 
customers like the oil man can, but must 


| start fresh each year . ... There has been 
| little advance in burner efficiency in 15 


| from insulating the house . . 





years; they're quieter and require less 
service but most fuel economy has come 
. We need 
electronic precipitators to take the dirt 
out of the oil. 

Other principal speakers at the two 
day meeting were Governor Alfred E. 
Driscoll of New Jersey, Arnold Michel- 
son, vice-president of Minneapolis 
Honeywell Co., whose talk was sum: 
marized in the May issue of FO & OH, 
and Robert Gray of FugLom & OIL 
HEAT, who discussed selling problems. 


June 


1949 











Master Kraft 


| _is about to make an addition to its’ 
| distinguished line of heating equipment 


t 1s, np YCfOXCFOXCHOX =~ \ XxX Seat is 























Yes, the curtain is about to go up! 

ye house lights dim, the ati hushes, the 
footlights come up, and a new product i 1s soon 
to be added to the Master Kraft line... 
product in i ae with the tradition of die 


pioneers in oil eating equipment. 





HARVEY-WHIPPLE, INC. 


A PIONEER IN OIL HEATING FOR 26 YEARS 
SS. See ee. ee 

















Profit From Reduced Costs 


Says McDowell at A.P.I. Meet 


R. W. MCDOWELL. executive ‘wice-presi 
dent of Mid- Continet Petroleum orp., 
speaking before the’ Marketing Division 
of A.P.I. at St. Louis, May 9: made the 
significant statement that it was his 
“studied observation that more increases 
in net profit have been the result of re- 
duced costs than ever came as a result 
of wider margins.” He also pointed out 
that the present surplus of petroleum 
products is actually a normal situation 


and should not result in unstable market 
levels, and urged that individual market- 
ers continue to get the kind of price that 
they deem necessary. for the operation of 
their respective businesses even though 
tother- marketers may be willing ‘to sell 
their products for less. 
Vice-president Stambaugh of Stand- 
ard of Ohio, another speaker at the two 
day session, in discussing his company’s 
relations with marketers said that he 
had never met a marketer that he didn’t 





type he wouldn’t long remain a market- 









Let “A Quarter of a Million 
Families” Be Your Guide 





Yes, more than a quarter million families are 
getting oil heating comfort at a much lower 
cost because wide-awake and alert dealers have 





provided them with B&W Fireboxes. 

This figure carries a vital sales message for 
you. It shows that dealers and customers all 
over the country recognize the advantages of 
B&W Insulating Firebrick. It proves that they 
are “sold” on the Fireboxes that — 


1. Save fuel, due to more efficient insulation. 


2. Minimize odor, soot and smoke. 


Send Today 
for the 
B&W FIREBOX 
HANDBOOK 


a@ sure guide to customer 
satisfaction and more sales. 


3. Assure smoother, quieter burning. 
4. Respond quickly to thermostat by reaching 
temperature quickly from a cold start. 


Follow this lead to increased sales and 


profits—by showing your customers the bene- 







fits of B&W seen 








|) BABCOCK 
& WILCOX 


THE SABCOCK ¢ P 
















er. He also observed that marketing had 
long been neglected at the top level of 
the industry, with the query, “Are we 
afraid of it?” 

_ Other principal speakers at the ses- 
sfons were Admiral Miller, head of pub- 
lic relations for A.P.I. and executive 
director of the Oil Industry Information 
Committee, Oren Harris, member of 
Congress, who discussed the influence of 
business on Government, which he ex- 
plained is principally through the in- 
fluence of business on the public, Julian 
J. Frey, Ethyl Corp. 

At the recommendation of B. L. 
Majewski, chairman of a committee on 
improving the Institute’s services to 
marketers, three sub-committees were 
appointed for specific studies. One on 
Accounting Procedure for marketers 
and headed by W. F. Schierholz of St. 
Louis, included members Hilts, Dressler, 
Williams, Peck, Hardwick, Sloan, Saun- 
ders, White and Jonswold. Another sub- 
committee to study manpower utilization 
is headed by vice-president McLanahan 
of Standard of California and included 
members Kennedy, Jordan and Whitely. 
The third sub-committee is to recom: 
mend stock or inventory control plans, 
is chairmaned by Harry Kennedy, vice- 
president of Continental Oil, and in- 
cludes members Braeckel, Ulrope, Baity 
and Swarthout. 

J. Howard Marshall, API vice-presi- 
dent and chairman of the Marketing 
Division, presided at the meetings, as 
sisted by John Frey of Washington, 
director of the Division. 
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Eastern Fueloil Suppliers 
Protect Prices to Sept. | 

SEVERAL EASTERN oil suppliers at the 

end of May announced a policy of price 


| protection to September 1 for local dis 








tributors of No. 2 heating oil. The move 
was made to encourage these marketers 
to fill their storage without fear of possi’ 
ble losses through price drops. 

Maritime Petroleum Corp., New 
York, was the first to take the step, noti’ 
fying its several hundred dealers by tele 
phone on Friday, May 20. 

During the next week they were fol’ 
lowed by Shell and Esso and shortly 
thereafter by Gulf, Coastal, Atlantic 
and Socony-Vacuum in its Eastern mat’ 
keting areas. 
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Now... A NEW and COMPLETE 


HERCO 


Stainless Steel 


OIL HEAT UNIT m0 BTU 


High Boy 

3 Models 
65,000 BTU 
65,000 BTU* 
85,000 BTU 


*This model 
equipped with 
propeller - type 
fan instead of 
blower. 
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Low Boy 
3 Models 


110,000 BTU 


THE news is out! Herco is on the market with the year’s 

Number One value in warm air Oil Heating Units. The 
Herco Stainless Steel Unit is custom-tailored for today’s 
market .. . dependable, economical and fully automatic. 
Constructed of durable, rust-proof stainless steel, the Herco 
Unit offers your customers clean, comfortable heat at sur- 
prisingly low cost! 


THE PROFIT-WISE ITEM for the 
PROFIT-CONSCIOUS DEALER 


To the dealer who is interested in selling his customer a 
reliable heating plant at a reasonable price—while allow- 
ing himself an attractive profit—here is the opportunity 
of a lifetime. The sleek, modern design of the Herco 
Unit captures your sale. Herco service-free reliability pro- 
tects your profit in the years that follow. And every Herco 
Unit comes equipped with the famous Herco oil burner, 
featuring the Thrifti-fier, an exclusive device that permits 
hot gases to travel slowly through the furnace so a maxi- 
mum amount of heat is delivered to all heating surfaces. 
For profits that last, sell the Herco Stainless Steel Oil Heat 
Unit, engineered for lasting performance. Write for litera- 
ture. 


Herco Heat Economizer Spells S-A-V-I-N-G-S for Your Customers 


No more lost heat. The special Herco Heat Economizer 
captures and holds heat that would ordinarily be lost 
through the chimney . . . uses it to pre-heat cold incom- 
ing air. 


STAINLESS STEEL OIL HEAT UNIT 








LANCASTER 
PA. 


“Built to Last a Lifetime” 





Manufactured by Herco Oil Burner Corporation ¢@ Lancaster, Pennsylvania 





Westchester Dealers Start 
Advertising to Gas Users 


AIMED PRINCIPALLY AT gas users and 
prospects, a cooperative advertising 
campaign started May 25, under the 
sponsorship of the Westchester (N. Y.) 
Oil Trades Association. The theme, 
“Automatic Oil Heat Costs Less” will 
be supported by a $5,000 fund for week- 
ly newspaper ads in local county papers 
from May into October. Recent gas price 
increases in the area have encouraged 
some conversion to oil which the group 





believes can be stimulated. 

Member dealers are expected to run 
tie-in advertising during the campaign 
and use direct mail and other promotion 
to promote the economy theme of the 
campaign. Copy will show that gas is 
a premium fuel equivalent to 18 cent 
distillate, compared with 10.5 cents heat- 
ing oil at present. 

The expectation that fueloils will re- 
main in an advantageous price position 
is having its effect on builders as well 
as users. The campaign is expected to 
stimulate the switch to oil. 





OIL-FIRED 
UNIT 


natural. 


OWNER OR BUILDER. 


Market. 


1311 NORTH CAPITOL AVE. 





LOWEST COST HOT WATER HEAT 


A new horizontal steel boiler 
for small homes 
70,000 BTU 
CAPACITY 





This new low-cost high-capacity boiler can be used inter- 
changeably with standard gun type or Breese type oil burner 
or for all three types of gas burners: LP, manufactured or 
(Gas or oil fired boilers and water heaters of 
95,000 to 600,000 BTU capacities also available.) 


PRICED TO MAKE INSTANTANEOUS HOT WATER 
HEATING AVAILABLE TO EVERY SMALL HOME 


The first real answer to today’s Home Building Heating 


See Your Wholesaler or Write Direct to 


DEWEY-SHEPARD BOILER CO. 


INDIANAPOLIS 2, IND. 
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Esso Puts Price Ceilings 
On Retail Contracts 


ESSO STANDARD OIL CO., marketing sub- 
sidiary of Standard Oil Company (N. 
J.), has offered three-year contracts to 
users of residual oils, and has guaranteed 
users against price increases beyond cer- 
tain limits through 1950. Protection 
against price reductions until September 
1, 1949 in the north and until October 
1 in southern areas also has been offered 
distillate retail customers to encourage 
summer fill-ups. The guarantees against 
price increases in heavy fueloils is in- 
terpreted as a bid for coal conversions in 
the industrial and commercial field. 

Three-year contracts first offered in- 
dustrial and commercial users May 4, 
guaranteed users against residual price 
increases of more than 40 cents per bar- 
rel through the end of 1949, and against 
an advance of another 15 cents per 
barrel through June, 1950. A few days 
later the company guaranteed against a 
total rise of more than 70 cents a barrel 
to the end of 1950. It is expected that 
similar guarantees will be made by other 
major suppliers in the eastern market. 

Most suppliers agree that some pro- 
tection will have to be given distillate 
dealers and users to encourage summer 
fillups. One company is considering 
September 1 billing on No. 2 fuel deliv- 
eries to both distributors and consumers. 

Esso Standard in early May an- 
nounced a policy of postdating consumer 
billings on fueloil delivered to its own 
customers between now and late sum- 
mer. Because fueloil prices have taken 
several drops since early winter, there 
is a tendency on the part of householders 
to put off filling their tanks in anticipa- 
tion of still lower prices ahead. 

Esso will fill them now and bill them 
September 1 (in the South, October 1) 
at the price that is current on those 
dates. In this way the customer cant 
lose through a price change meanwhile. 


© 
Joseph P. Coughlin has been named 


assistant manager, Specialty Transform: 
er Sales Div., General Electric’s Spe’ 
cialty Transformer and Ballast Divi 
sions. He joined the company in 1941 
and during the past five years has been 
associated with the design and sales of 
ignition transformers for oilburners and 
other applications. 
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for Leadership... 

















Yes, sir . . . obround construction, 14-gauge 
black steel. Capacity 275 gallons, yet built so 
that it can be easily carried through standard 
doorways. Constructed to Underwriters’ Lab- 
oratory specifications. 


You'll find a ready market for these useful, 


AVAILABLE 
for 


DELIVERY! 
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BASEMENT 
TANKS 


practical, handsome fuel oil tanks. 


Write today! Tanks are in production. Send 
coupon now for prices, delivery information, 
specification sheets. Address the Special Prod- 
ucts Division, Section OT 17, Black, Sivalls & 
Bryson, Inc., Power and Light Building, Kansas 
City 6, Missouri. 


Special Products Division, Section OT 17. 
BLACK, SIVALLS & BRYSON, INC. 
Power and Light Building, Kansas City 6, Mo. 


@ Rush full details concerning BS&B Obround 
Basement Tanks. I am a [( Builder, 
[2 Jobber, 0 Oil Distributor. 
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Industry Groups 


Activities of local and national indus- 
try dssociations are reported monthly in 
this department. Secretaries are invited 
to send reports of their Group’s activities 
to reach the editor by the 18th. 


OHI Booklet Bids for 

Annual Overhaul Business 
AN EIGHT PAGE BOOKLET, announced by 
the Distribution Division, Oil-Heat In- 
stitute of America, Inc., has been de- 
signed for use by dealers in mail cam- 
paigns to secure annual overhaul 















of cooperative types of organizations 
which might fit jobber needs. 

During the evening of May 6, L. E. 
Ulrope, vice president in charge of mar- 
keting, Esso Standard Oil Co., addressed 
a gathering of members, explaining the 
law of supply and demand as the reason 
for the continued advance in gasoline 
prices in the face of price declines on 
other petroleum products. Jennings Ran- 
dolph, assistant to the president, Capi- 
tal Airlines, Washington, D. C., was 
principal speaker at the banquet on May 
7. He cited the dangers of the decline 


of actual voters compared with regis- 
tered voters from 90% to 50% in the 
last century in his talk, “Losing Democ- 
racy by Default.” 


Massachusetts Dealers 


Hold Annual Meeting 


THE MAY 24 meeting of the Massachu- 
setts Oil Heating Association, Inc., 
Watertown 72, Mass., held at the Uni- 
versity Club, Boston, was the ninth 
meeting of the current season and also 
the group’s annual meeting. 

Twelve past presidents were in attend- 










business. The title page layout, featuring | 
the face of a thermostat, points out that | 
after operating for a total of 1200 hours | 
each heating season, a burner needs an- | 
nual service. | 

Opening with the warning that it is | 
uneconomical to mistake the faithfulness 
of a burner for top operating efhiciency, | 
the booklet continues with illustrations 
and copy to show the steps covered in a 
summer-checkup. They include boiler 
and furnace conditioning, cleaning 
strainer and atomizer, checking and 
adjusting the thermostat and burner 
controls, burner lubricating and adjust- 
ing. The book concludes with the ob- 
servation that annual service is pre- | 
ventive maintenance and solicits the | 
cleaning and check-up order. | 

Suitable for mailing in the smallest 
commercial envelope in general use, No. 
634, the booklets provide a place on the 
back cover for imprinting the price for 
the service overhaul, company name, ad- 
dress and telephone number. Orders 
should be forwarded to the Distribution 
Division, Oil-Heat Institute of America, 
Inc., 6 East 39th St., New York 16, 
N. Y. 





Spring Convention Held by 

North Carolina Oil Jobbers 
MAY 6 and 7 were the dates for the 
Spring Convention held by the North 
Carolina Oil Jobbers Association, Ra- 
leigh, N. C., at the Highland Pines Inn, | 
Southern Pines, N. C. William A. 
_ Parker, executive secretary, reported the 
| meeting as the best attended of any ever 
_ held and emphasized the importance to 
_ members of the action taken to imple- | 
_ment a group and fire insurance pro- | 
| gram. Reduction in dues, effective June 
_ 1, also was voted and the. Association’s 


| attorney was requested to make a study 
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*Average Profit on Equipment to furnish 
required heating of 4400 sq. ft. E.D.R. 


AT THE BOSTON 0. H. I. SHOW 
HUNDREDS OF FUEL OIL DEALERS 
APPLIED FOR SALES AGENCY RIGHTS 


TO SELL THERMOBLOC- 


First: To Increase Their Fuel Oil Sales 
Second: To Make a Profit of $480 









Even if you couldn't sign up at the O.H.I. Show, y 
can still make application for a THERMOBLC 
Local Dealership. Read the next page, and m 


your letter tode 
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J UST send us a letter, saying you are interested in selling 
THERMOBLOC and well mail you an APPLICATION 
FOR LOCAL SALES AGENCY, to be filled out and re- 
turned to us. 

When your application is OK’ed by the territorial repre- 
sentative, you will be given brief, but comprehensive sales 


_ manual, a supply of literature, prices and Building Survey 


Forms. 
. WHEN YOU GET AN INQUIRY 


When you find an Industrial plant that needs heat, you 
will fill out a Building Survey Form and send it to your 
territorial representative. He will figure the heat loss, 
tell you how many THERMOBLOCS will be needed and 
what they will cost plus shipping charges. To this, you 
add whatever is necessary to complete the installation, 
(tank. fuel line, ete.) and your price is ready for the 
customer. 


EASY TO INSTALL 


Installation is the easiest part of the whole deal. THER- 
MOBLOCS come complete as shown in the photo, with all 
controls in place. All you have to do is. 1) install a tank 
if needed, 2) run up a fuel line, 3) connect to a power 
line, 4) connect an 8” flue—no chimney required and 
you are ready to give heat. 


DUCT WORK NOT NEEDED 


As a rule, duct work is not required. If the building con- 
tains a private office or wash room, a simple duct can 
be run off one of the outlet nozzles to take care of such 
requirements. 


WHAT THERMOBLOC IS 


When you sell THERMOBLOC you sell a Self-Contained 
Industiial Heating Unit that heats air direct from oil 
heat by transfer from the combustion chamber to the air 
stream, and discharges direct into the working area. 





At the Boston Show of O.H.I.—many Fuel Oil Dealers remarked 

about how well thes> units will meet the competition of gas fired 

unit heaters. THERMOBLOCS can usually be installed for '/2 of 

the cost of gas units—and—when you sell them, you keep that 
customer in the oil burning field! 


fue/oil 
é o// heat 


If you want to sell an Industrial Heating Uniti 


that boosts your Fuel Oil Sales 
and yields a handsome profit toc 


Here’s all you have to do to represent 


THERMOBLOC in your locality. 


THERMOBLOCS come in two sizes: 300,000 BTU’s, burn- 
ing 2.6 gallons an hour and 550,000 BTU’s, burning 4.5 
gallons per hour. These can be used in combination to 
heat any sized structure no matter how large. 


THERMOBLOCS will heat industrial buildings for an 
initial investment of about 1/3 of the cost required for 
steam, and often cost less than half the installed price of 
the gas fired ceiling hung heaters that are now used in 
many plants. 





This is how THERMOBLOCS are shipped, with all controls in place, 
ready to be connected to the fuci and power lines and started up. 


GET YOUR REQUEST IN NOW! 


Your territory is probably full of prospects—Machine 
Shops—Bus and Truck Terminals, Garages, Skating Rinks, 
Bowling Alleys—Fabricating Shops, Warehouses and the 
like. 


Send in a letter today, and learn how easy if is to sell 
this unit—for profit—and for increasing your fuel oil 
contracts as well. 


anoress THERMOBLOC DIVISION 


PRAT-DANIEL CORPORATION, East Port Chester, Conr 
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ance at the meeting and each talked for 
five minutes on a subject related to the 
oilheating business. 

Nominations submitted by a commit- 
tee headed by Fred Beckwith, with Ray 
Eldridge and Charles Soper members, 
resulted in the election of August L. 
Dwelley, Automatic Heating Corp., Bos- 
ton, as president; James DeWolfe, Gen- 
eral Heat & Appliance Co., Boston as 
vice president and Fred W. Heaney, 
Buckley & Scott Utilities, Inc., Water- 
town, re-elected secretary-treasurer. In 
addition, named to the Board of Direc- 


tors were: Frank Scully, C. A. Breed, 
John W. Carter, Donald G. Clark, Leo 
W. Vincent, Walter G. Crooker and 


Jacob Isgur. 


Wisconsin Oil Heat Dealers 
Meet, Continue Advertising 


A REGULAR MEETING of the Wisconsin 
Oil-Heat Association, Inc., Milwaukee 
2, Wis., was held at the Milwaukee 
Press Club on April 28. Among matters 
broached at the meeting were reports of 
the Legislative and Advertising commit- 
tees. Discussed also was a report of a 
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NEW! 


FLEXIBLE 
INSPECTION 
MIRROR 


speeds up oil 
burner installations 
and check-ups 


Now it's easy to check flame characteristics, the combustion 
chamber, ignition setting, flue passages and internal parts of 


heating systems. 


The highly polished, stainless steel mirror at 


the end of a 21 inch flexible handle, adjusts to any position to 
permit thorough inspection of hard-to-see parts. No assembly 
required. A small bag with a draw-string protects the mirror 


when not in use. 


The new FLEXIBLE INSPECTION MIRROR insures 
efficient installation and inspection of oil burners 


and speeds up servicing. 


Write today for prices 


EDCO TRIPLE - TESTED NOZZLES 


we TO STAY CLEAN LONGER AND GIVE MAXIMUM 
“a SATISFACTION. TESTED FOR SPRAY ANGLE, 
ATOMIZATION AND ACTUAL RATED 

CAPACITY. 





new special committee appointed to con- 
sider means of overcoming unethical 
advertising. 

The advertising campaign of the 
group continued with four-column space 
in the March 20 Milwaukee Journal. 
Captioned, “There are many reasons 
why oil-heat is the best for your home,” 
the copy developed the advantages of 
domestic oilheating and, as in the past, 
the emblems of the association and Dis- 
tribution Division, Oil-Heat Institute of 
America, of which it is a member, were 
displayed prominently. 


Award Contract for Research 

Residence; Issue C.A.C. Form 
ANNOUNCEMENT has been made by the 
National Warm Air Heating and Air 
Conditioning Association, Cleveland 14, 
Ohio, of the awarding of a contract for 
construction of Research Residence 
#3. It will be in the low-cost bracket, 
with no basement and a concrete slab 
floor. Located about one mile from the 
campus of the University of Illinois, the 
residence will be the scene during the 
winter of 1949-50 of tests on gravity and 
forced warm air systems with various 
pipe and register arrangements. It is 
probable also that tests will be conducted 
on recessed wall heating appliances and 
other heating devices for comparative 
purposes. 

The Association, in addition, 
nounces issuance of a new Continuous 
Air Circulation short form, supplement- 
ing Manual #6, which gives detailed 
instructions for making adjustments on 
a forced warm air system to convert 
intermittently-operated blowers to con- 
tinuous operation. The form details 
seven steps for conversion of systems. 
The procedure for accomplishing each 
step is outlined, accompanied by an ex- 
planation of the reasons for doing it. 
A four-page consumer folder and three 
newspaper advertising mats also are 
available to be used in conjunction with 


the short form to help sell C.A.C. 
Name New Officers for 


Jersey Fuel Association 
THE BOARD OF TRUSTEES, Fuel Oil Dis 
tributors Association of New Jersey, 
Newark 2, N. J., at a meeting held May 
13, elected John deC. Blondel, president: 
John E. Hoff, Jr., vice president: 
Walter C. Harnisch, treasurer and Floyd 
R. Opie, secretary. 


an 
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Convertible Heating Equipment Key 


ADVERTISEMENT 


to More Sales with Less Inventory 


by 
E. J. LATTNER, President 


Century Engineering 
Corporation 


Cedar Rapids, lowa 


().. of the problems besetting a 
dealer of almost any type of equip- 
ment is the matter of inventory. 
Trying to cover all contingencies would 
normally require a prohibitive amount 
of stock . . . both from the cost and 
space standpoints. No dealer likes to 
turn away a prospect because he has 
not the type or size equipment needed. 
This has been one contributing reason 
why dealers have been showing increased 
interest in equipment that could be used 
for either oil or gas firing. 

A convertible type heating system is 
the obvious and ideal solution. This in- 
terest has been further increased by vio- 
lent fluctuations in the availability and 
comparative prices of various kinds of 
fuel, promises of additional natural gas 
for home heating, widespread building 
activity, and the need for additional 
sales features to help offset customer 
resistance to the present high cost of 
new homes. 

Heating dealers have an outstanding 
opportunity to sell more automatic heat- 
ing equipment for new home construc- 
tion, provided they have equipment that 
can be easily and economically con- 
verted to oil or gas heating as conditions 
demand. To the person building to oc- 
cupy, the dealer can point out that the 
installation of a convertible furnace 
would add only about $1 or $2 to the 
monthly financing payment as com- 
pared to a hand-fired furnace. It will 
be easy to convince him that the con- 
venience, cleanliness, and uniformity of 
automatic heat is more than worth this 
nominal amount. 

To the contractor building to sell, the 
dealer can show him how he has an 
added powerful selling feature to help 
him sell the house. By emphasizing how 
he has provided for the future as well 
as the present convenience of the pros- 
pective buyer, through the installation 
of a convertible furnace, he will build 
confidence in his entire home construc- 
tion dealings. 

The choice of heating fuels is some- 
what a personal matter. Even though 
a person builds to occupy, circumstances 


may require that he later sell, for one 
reason or another. He will find in such a 
case that it is far easier to sell his home 
if the heating unit can be fired either by 
oil or gas by simple convertibility. 

There is another convertible feature 
that is important. The home owner has 
greater freedom from price squeeze on 
fuel. If for some reason the type of 
fuel he uses should get out of hand 
either pricewise or as to supply, with a 
convertible furnace he can easily change 
to oil or gas as the occasion demands. 

Authoritative reports from the build- 
ing field indicate that lower-cost homes, 
including multiple-unit projects, gar- 
den-type and duplex apartments, and 
the so-called “economy house,” are fig- 
uring much more prominently in build- 
ers’ plans than ever before. 

Heating dealers, to keep sales volume 
up, must be prepared to exploit this 
market with convertible automatic heat- 
ing equipment which has the versatility 
that will appeal to those building to 
occupy, as well as to those who are 
building to sell. This equipment must 
be attractive from a price standpoint 
(remember: your biggest market is com- 
prised of lower-cost homes) ; it must be 
compact in size for installation in small 
basements, first-floor utility rooms, kit- 
chens and even closets; it must be sound- 
ly engineered to provide completely 
automatic heat with full economy and 
maximum safety; it must be designed 
to operate quietly where noise would be 
objectionable, such as in a kitchen or 
utility room; and, (to make it possible 


New 


Photos. 








Convertible 
furnaces 
shown with 
oil burners . 
interchangeable 
gas burner fits 
same furnaces. 


Century 
Engineering 
Corporation 


for the dealer to appeal to the widest pos- 
sible market with a limited inventory), 
this equipment should be adaptable in its 
ability to utilize the two most-wanted 
types of automatic fuel . . . oil or gas. 


Convertible heating equipment that 
meets all these requirements . . . and 
more . . . is now available from Century 
Engineering Corporation, Cedar Rap- 
ids, Iowa. The new line has been ap- 
propriately named the “Century Con- 
vertible” and is available in both hiboy 
and loboy styles, with interchangeable 
oil and gas burners. The sizes permit 
dealers to sell equipment for both small 
and medium size homes, where the’ big 
sales volume will be found this year. 
The hiboy with a Century power vapor- 
izing oil burner has a bonnet rating of 
60,000 BTU, and the loboy, 80,000 
BTU. The same furnaces when 
equipped with the Century gas burner 
have an input rating of 60,000 BTU 
for the hiboy and 100,000 for the loboy. 

In every respect, the New Century 
Convertibles are outstanding. More 
than 25 years of Century experience in 
building fine quality automatic heating 
equipment has gone into their design 
and construction. With the Century 
Convertible line, dealers can satisfy 
every small-home demand for quiet, 
compact, economical automatic heat . . . 
at ground-floor, competitive prices. For 
illustrated literature and complete de- 
tails of the new Century Convertible 
lines, write today to Century Engineer- 
ing Corporation, Cedar Rapids, Iowa. 
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Guardian Products Adds 
Distributor Organizations 


SINCE changing hands and undergoing 
reorganization in November of last year, 
Guardian Products Corp., Michigan 
City, Ind., has changed production 
methods, added new machinery and en- 
larged its distribution by appointing 
additional representatives. H. L. Forgash 









is president of the company, with H. J. 
Prueter, plant superintendent and R. 
O. Maldy, office manager. A new sys 
tem of merchandising in packages and 
kits has been developed to simplify re- 


placement of flexible couplings and the 


engineering department is developing 
a new extruded aluminum tubing, de- 
signed to fit Torrington’s splined hub 
wheel. 

In addition to the eight outlets which 
have been representing the company for 
a number of years, the following six 
have been added in the territories shown: 


| 


BASEMENT 





FUEL OIL TANKS 





Butler Basement Fuel Oil Tanks 
are sturdily designed for quick, easy instal- 
lation. The shape of the tank allows plenty 
of clearance for carrying through doors and 
down stairways. Easy handling is assured by 
Butler head-to-shell construction which 
provides grip room on each end of tank. 
Dished heads have broad, flat surface for 
efficient stacking and loading. 





KANSAS CITY, MO. 
RICHMOND, CALIF. 


Address Inquiries to: 7317 East 13th St., Kansas City 3, Mo., or 
917N Sixth Ave. S. E., Minneapolis 14, Minn. 


* Prompt Delivery 
* Easy to Handle 

* 275 Gal. Capacity | 
* 14-Gage Steel 


* Long-Life 
Construction 


Each tank has welded-on lugs into which’ 
14” pipe legs can be threaded. Dark green 
finish is painted on and dried in modern’ 
Ovens to assure a hard smooth surface. 


Send for illustrated folder with complete) 


construction information on Butler Base-| 
ment Fuel Oil Tanks. Mail coupon today. | 


BUTLER MANUFACTURING COMPANY | 


} 


MINNEAPOLIS, MINN. 








ZONE STATE 
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Maury E. Bettis Co., Kansas City in 
Missouri and Kansas; Clisby Associates, 
Inc., Birmingham, in Alabama, Tennes- 
see and Mississippi; M. J. Fabbri, Litch- 
field, Conn., in all six New England 
states; V. B. Kathe, Vancouver, Wash.., 
in Washington and Oregon; Thompson- 
Dee, Inc., Michigan City in Indiana and 
Cook County, Ill.; B. E. Peterson Co., 
Dowagiac, Mich., exclusive distribution 
in Canada and representative at large in 
the middle west. 


Three Firms Announce Cuts 
In Burner and Parts Prices 


THREE PROMINENT FIRMS in the oilheat- 
ing industry recently have announced 
price reductions. It is not known whether 
this marks the start of a trend, but such a 
trend has been freely predicted. 

Timken Silent Automatic reduced the 
prices of all conversion burners in an- 
ticipation of lowered production costs. 
Reductions ranged from 7% to 12%. 
Prices of units were not affected. 

General Electric reduced prices of 
standard models of oilburner motors 
rated 1/8 and 1/6 hp. by 14% and 
12.1% respectively. The price cut was 
effective February 23. 

Perfex notified the trade of price cuts 
on many of its controls, effective April 
14. Officials explained that the price 
change was made in anticipation of a 
larger volume of oilheating business ex- 
pected this year. 


Recommends High Chamber 
Sides for Best Combustion 


COMBUSTION CHAMBER sides should be 
relatively high to get best results with 
today’s distillate heating oils, R. C. 
Eisentrager, president and chief engineer 
of Monogram Products Company, told 
a meeting of the Socony- Vacuum fueloil 
forum in New York. 

“The height of the combustion cham- 
ber is most important, as all combustion 
should be completed inside the cham- 
ber,” Mr. Eisentrager said. “Although 
we make some low type chambers, we 
believe best results are obtained with 
chambers 16 to 18 inches high for ca’ 
pacities up to 2 gallons, and higher for 
larger capacities. The oilburner nozzle 
should be just high enough so the flame 
does not impinge on the chamber floor. 

“Installations in over-loaded boilers 
having long firing rates require larger 
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A “Best Seller”...in your town 
... that leads buyers right to you 







—— AMERICA'S 
. ~~ BUYING 

GUIDE FOR 
60 YEARS. 





‘Yellow pages’ in homes. . . in offices 
... at the corner drug store. People 
everywhere use the ‘yellow pages’ 
of the telephone directory as a buy- 
ing guide. 

You can feature your name in 
those ‘yellow pages.’ You can have 


it listed under every important prod- 
uct you sell. In that way you’ll be 
reaching shoppers just when they’re 
ready to buy. 


Why not put this important sell- 
ing tool to work for you? Call your 
local telephone office today. 














combustion chambers than those having 
short firing rates in the same capacities. 

“We still use the rule of thumb 
formula—90 to 100 sq. ins. of floor area 
to the gallon of oil per hour in small 
sizes, and 70 to 80 sq. ins. above 3 gph,” 
Mr. Eisentrager said. “I have checked 
many installations and they figure out 
to about this formula.” 


Harvey to Act As Sampsel 
Service and Repair Branch 


A JOINT ANNOUNCEMENT by Louis 
Putze, president, Sampsel Time Control, 


Inc., Spring Valley, Ill. and Sid Harvey, 
president, Sid Harvey, Inc., Valley 
Stream, N. Y., describes an arrangement 
whereby the Harvey organization will 
act as a direct factory service and repair 
branch of Sampsel for the entire eastern 
market. The arrangement is unique in 
that Sid Harvey, Inc., will administer 
the repair and guarantee policies of 
Sampsel. 

A stock of the complete line of auto- 
matic heating controls offered by Samp- 
sel will be maintained at all eleven of 
Harvey's branches and stores. In addi- 








AMERICA’S finest 


PACKAGE UNIT 


The Bethlehem 
with the 





Assures GREATER 
ECONOMY ...a 
more compact heat- 
ing unit... engineered 
into one handsome 
"Package" as simple 
and automatic as a 
refrigerator! 


SELLS BETTER BECAUSE 
IT PERFORMS BETTER 










DYNATHERM 
“Whirling Blame" 


jor i la 


A few exclusive Bethlehem Dynatherm ter- 
ritory Franchises are still available. Wire 
or write immediately for full information. 





BETHLEHEM FOUNDRY & MACHINE COMPANY 


BETHLE REM. PENNSYLVANIA 











Putze * 


tion to reconditioning controls past the 
guarantee . period, replacement from 
stock at no charge will be made of all 
controls. within the guarantee period 
which are found to be defective. 
Mr. Putze explains the move as a 
means of securing speed in handling serv- 
ice requirements in the eastern territory. 


Dedicate New Building At 
Waltham Burner Open House 


CELEBRATING the opening of their large 
modern plant in East Boston, the Wal- 
tham Oil Burner Company held Open 
House on Thursday, May 19th. Visitors 
were conducted through the new quar- 
ters, and refreshments were served. 

On the following day, 120 Waltham 
dealers and distributors attended a din- 
ner at the new building. S$. T. Campbell, 
general sales manager, announced a new 
merchandising plan providing for dis- 
tribution through distributors. Under the 
old sales program, Waltham dealers were 
sold direct by the Company. 


Nu-Way Sales Clinic 
Plans for 1949 Season 


THE ANNUAL SALES CLINIC, conducted 
by O. K. Gipple, sales manager, Nu- 
Way Corp., Rock Island, Ill., was held 
recently at the factory, attended by com- 
pany representatives from all over the 


Harvey 


country. 

Features of the meeting included 
presentation of Nu-Way’s sales plans 
for the Spring and Fall seasons of 1949 
and this year’s advertising plans. A con- 
centrated course in the servicing of 















Lighter Weight 


-| DIESEL TRACTORS 





"| py AUTOCAR in 2 models 











lu 
eld Model DC-74-T and DC-75-T have Gross Vehicle Weight of 36,000 lbs., Gross Combination 
a Weight of 60,000 lbs. Model DC-74-T has a standard axle that gives the chassis a wheelbase of 
ai 156”. Model DC-75-T has a set-back axle that gives the chassis a wheelbase of 142”. 
led 
ins Now you can get the economy and operating “4 ee 7 
49 advantages of Diesel power in a tractor of y THE AUTOCAR COMPANY 1 
ai lighter weight. Autocar has engineered these new J Ardmore, Pa. - 
0 ‘ ° | 
tractors to meet the widespread demand for just B. Plonse. rush the Gilete shiat poernen Sanaa 
such a powerful, economical work unit. I weight Diesel Tractors. No obligation. : 
f : i 
Get the facts, the complete information, the I mM. ry 
detailed specifications, on these new tractors I ; 
right away. You may find them the right answer ; Company ae 1 
to your problem. E Address i ; 
4 
T e os e I City = Zone___ State_ i 
© clip costs, clip coupon 1 1 
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Nu- Way oilburners was held for all rep- 
resentatives present. H. E. Doyle, plant 
manager and Louis E. Arnold, head of 
the new engineering department, con- 
ducted the course. 


Westover Becomes Head 


Of Ray Oil Burner Co. 


EFFECTIVE May 16, Russell C. West- 
over, Jr., became president of the Ray 
Oil Burner Co., San Francisco 12, Cal., 
succeeding Mrs. R. C. Ray. Mrs. Ray, 
who assumed the personal management 
of the company upon the death of her 


husband, Milton’S. Ray, in 1946, is re- 
tiring from active management, but re- 
mains as a direct@g. . 

Mr. Westover, Iéhg associated with 
the Ray company as a director and busi- 
ness adviser, assumes the presidency with 
a well-rounded business experience and 
an intimate knowledge of the company’s 
distributor organization and its manu- 
facturing and sales operations. Plans al- 
ready are well under way to expand the 
distributor set-up and introduce new 
engineering developments in Ray’s do- 
mestic and industrial lines. 





MONARCH 
BURNER ACCESSORIES 






flame. 
Atomizing 
Nozzles 


Preferred 
Because: 





1. Each nozzle 
is individually 
tested and 
checked for ca- 
pacity against the 
flow of a calibrated 
master sample. Ca- 
pacity tolerances are 
as low as plus or min- 
us 214%. 


2. Standard nozzles will 
fire most gun type high 
pressure burners satis- 
factorily, but special se- 
ries are also available for 
burners requiring specified 
spray characteristics. 


unit, 


THE NEW COMBUSTION HEAD 


The Monarch G-74 Head embodies an en- 
tirely new approach to efficient means for 
intimately mixing air with atomized oil 
to provide a highly efficient controlled 


Note these features: 
1. Suitable for capacity sizes from 
-75 GPH to 2.50 GPH. 


2. Simple to install and has no 

external “adjustment” to jug- 
gle and there is no “guess 
work” about the settings. 


3. Price—Less than the 
cost of a good fuel 


Send for 
Circular 
#1749 














Replacement 
Valves 








Monarch piston 
type pressure reg- 
ulating and cut-off 
valves are available 
in several models to 
suit most replace- 
ment needs. G-49 
valves can be mounted 
in any position and pis- 
ton will not jam from 
dirt. Contain no bel- 
lows or diaphragm to 
break or corrode. 

















Write for Catalog D 


MONARCH MFG. WORKS, 


INC. 


2503 E. ONTARIO ST. 


PHILADELPHIA 34 


PENNA. 





Gurepeen Distributor: A. Couteu, Rue de la Scie Ne. 16, Geneva, Switzerland 
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Case 1949 Heating Center 
Planned For June In Buffalo 


FOLLOWING the success of the last year’s 
Heating Center, W. A. Case & Son 
Mfg. Co., Buffalo 3, N. Y., will again 
hold the affair this year at its Washing: 
ton St. warehouse, June 15 and 16. Pat- 
terned after the 1948 program, twenty- 
one heating manufacturers have agreed 
to participate in the show. 

The Heating Centers are not intended 
to be a mere display of heating equip- 
ment, but are to provide heating and oil- 
burner men with essential data on the 
products available to them for proper 
and efficient installations. The display 
booths are manned by representatives of 
the manufacturers and during the two 
day gathering talks deal with merchan- 
dising and applying the various products 


© 


B. F. “Dutch” Werb has been pro 
moted to the position of West Coast 
regional manager, Perfex Corp., Mil 
waukee, Wis. He will locate his new 
offices in San Francisco. Mr. Werb, a 





Werb 


DeVos 


veteran of twenty-four years in the heat 
ing field, has served in various capacites 
with Underwriters’ Laboratories, Mer: 
coid Corp. and National Radiator, join 
ing Perfex in 1940. Another promotion 
saw Douglas L. DeVos advance to the 
Chicago regional managership of the 
Perfex Controls Div. He joined the com: 
pany in 1946, has been active in its serv 
ice and educational departments and for 
the past year has been a sales engineer 
in the Cleveland and Detroit offices. A 
third announcement revealed the ap 
pointment of E. W. (Erv) Wiese to 
the position of franchising Control Divi 
sion service distributors, succeeding Mr. 
Werb. He came to Perfex in 1945 and 
previously had been with National 
Radiator, Trane and Barber-Colman. 


June 


1949 
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e e 
Mack trucks serve you better because they’re ® ae 
better-built to start with. Higher grade materials! “ e 
Advanced and exclusive features of design! Rugged « Box Girder ° 
engineering throughout! All contribute tothe better  ® a naemaneis . 


performance you get from Macks. 

There’s a Mack truck for dependable, low-cost 
hauling in every capacity range starting at 14,500 
lbs. g.v.w. Let’s talk it over before you buy another 
truck. See your nearest Mack branch or dealer. And 
get the complete story on what Macks can do for you. 


Everlasting 
Timing Gears Sa 









Diagonally-Split 
Connecting Rods 


SOME EXCLUSIVE 


® ~— Mono-Shift = e 
ransmission ‘a MACK FEATURES 
p aa : 

IT’S PART OF THE LANGUAGE * 


Rubber Shock e 
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Mack Trucks, Inc., Empire State Building, New York 1, New York. Factories at Allentown, Pa.: 
Plainfield, N. J.; New Brunswick, N. J.; Long Island City, N. Y. Factory branches and dealers 
'n all principal cities for service and parts. In Canada: Mack Trucks of Canada, Limited. 








E> ° 











Together Again 
(Continued from page 50) 


in this way can we meet the challenge of 
gas competition successfully,” Mr. Koz- 
man said. 


The third speaker on the Thursday 
program was D. A. Packard, sales man- 
ager of the Kelvinator Division of Nash- 
Kelvinator Corp., Detroit. Mr. Pack- 
ard’s paper on “The Art of Specialty 
Selling” will be given special attention 
in a future issue. 

Architects and Engineering Day, 
May 20, afforded an opportunity for a 
forum on “Lower Heating Costs” with 
a panel of six experts on burners and 
heat absorbing equipment. John B. 
Mathis of Quaker Mfg. Co., represented 
vaporizing equipment; Howard E. Earl 
of Eureka Williams spoke on pressure 
type burners; Harold K. Ricker of Gil- 
bert & Barker Mfg. Co., covered com- 
mercial-industrial equipment; Frank E. 
Mehrings of The Meyer Furnace Co., 
explained warm air equipment; L. N. 
Hunter of National Radiator Co., spoke 
on cast iron and steel boilers; and Gerald 
W. Bohn of Preferred Utilities Mfg. 





Corp., covered the automatic unit steam 
generators. 

Featured speaker of the session was 
Henry Wright, architect and consult- 
ant, New York, whose paper was on 
“Recent Progress in Heating and Build- 
ing Design.” He praised manufacturers 
for constant progress in the design and 
manufacture of heating equipment, but 
pointed out that more attention must be 
paid to the application of the equipment 
to the job. Radiant heating, he said, uses 
most of the same heat generating and 
distributing equipment that is used in 
more conventional systems, but the ap- 
plication of heat to the individual in- 
stead of to the room air requires better 
design and more careful installation. 

“Most of heating 
equipment have, in the past, been con- 
tent to produce burners, boilers, fur- 
naces, fans, radiators, etc., of known 
thermal capacity and to assume that they 
will do their job in almost any situation 
in which they are placed,” continued 
Mr. Wright. “In the future the heating 
industry will, in my opinion, have to 
continue to do this job which it has done 
so well, but in addition will have to give 


manufacturers 


much more thought to the performance 
of equipment under specific operating 
conditions, and to the perfection of 
equipment capable of solving specific 
architectural problems. Like the archi- 
tect and engineer, the manufacturer will 
have to adapt himself to the tendency 
towards integration. 

“This is a responsibility, but it is also 
an opportunity,” he concluded. “Old 
ways of building are really giving way to 
new ways, and the bulk of the business 
will go to those firms which anticipate 
the design trend towards integration and 
do something about it; this, in fact, is al- 
ready happening. The benefits of such an 
approach are many, the need is real, the 
opportunity is clear, and the future will 
belong to those who take advantage of 
= 

Social activities, other than an exten- 
sive program for the ladies, were high- 
lighted during the week by the Old 
Timers Club dinner on Tuesday night, 
and the annual banquet and entertain- 
ment on Thursday night. The Old 
Timers’ dinner at Coral Gables on the 
Massachusetts South Shore was for mem- 


bers only. * (Continued on page 90) 








Also Built 
for Sloping 
Plenums — 
Adjustable to 30° 
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Sell MAID-O’-MIST Convector Humidifiers 
for greater humidity per dollar cost. Exclusive 
“Flash Action” —vaporizes water 9 times faster. 
30% more evaporative area. 60% less restric- 
tion to air flow. Completely assembled—50% 
less time to install. Standard equipment on 
America’s finest furnaces. Attractively priced. 
Check with your jobber, or write us. 










$ Cost 
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THAT 
ARE... 


Important to Your Sales 


+ Mu-Way 


OiL BURNERS 


“Manufactured by...” that phrase is a mighty 
important one when you are deciding on your 
line of oil burners. And, when you sell Nu-Way 
Oil Burners you are selling a product that is 
“Manufactured by” Nu-Way. Nu-Way burners 
are constructed from top quality materials in. 
the factory at Rock Island. Manufacturing 
processes include casting, forming, machining 
all parts and even building Nu-Way motors. Of 
course, all work conforms to designs developed 
and tested in Nu-Way laboratories, by Nu-Way 
engineers under several patents. 


Nu-Way Oil Burners are backed by a regular 
schedule of advertising in national magazines 
plus plenty of local sales helps. Take advantage 
of Nu-Way’s 27 years of experience in the oil 
heating field. Standardize on the 
Nu-Way line for profit. WRITE 
TODAY for new folder con- 
taining facts about Nu-Way! 


THE 





Nhu-Way 


CORPORATION 


ROCK ISLAND, ILLINOIS 


Sold Through Jobbers and Distributors = 
Also Special Applications for Furnace and Boiler Manufacturers; 


Automatic Oil Heat Exclusively Since 1921” 
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CLEVELAND 


Toridheel 


OL BURNERS 





ted chcontrots Brine out THE 
FINEST IN EVERY HEATING PLANT 


Today, Field Controls are first choice with manufacturers of 
oil-fired heating equipment. And this preference is based in 
every case on the manufacturer’s own rigid and exhaustive 
tests. Each test has proven that Field is the most accurate, 
most dependable, most “saleable” draft control made. The 
reason is Field’s famous, patented design features: “Rocking 
Chair” gate and pivot action, to reduce friction, increase sensi- 
tivity; Off Center Gate Mounting which provides a larger 
effective area for draft action; Side Wings for closer air vol- 
ume control; Extended Housing which places the gate outside 
the reach of fouling, warping soot and heat. Only Field has 
all these features, and only Field enjoys unqualified acceptance 
by manufacturers, dealers and consumers. 







WRITE for full details on the complete Field 
Barometric Draft Control line—for greater fuel 
economy, longer heating plant life, greater cus- 
tomer satisfaction. 





Charles R. Collins was toastmaster at 
a brief introduction ceremony following 
the banquet and before the program of 
entertainment. 

Directors authorized the staff to pro- 
ceed with arrangements for a convention 
and exposition at Philadelphia in the 
spring of 1950, the time, place and de- 
tails to be announced after approval by 
the direetors in their July meeting. 

The next meeting of the board of di- 
rectors will be on July 12, of Virginia 
Beach, Va. . gf 





England; F. B. Caldwell, Burning Oil 
Distributors Association and Chicago 
Oil Burner Association; R. G. Elmslie, 
Oil-Heat Institute of Washington; J. J. 
Griffith, Oil-Heat Institute of Omaha; 
F. J. Howard, Bronx Fuel Oil Board of 
Trade; H. M. Mottram, Wisconsin Oil 
Heat Association; A. G. Shields, Oil- 
Heat Institute of Greater Washington, 
D. C.; and W. O. Spiess, National 
Secretary, Distribution Division, who 
guided the informal meeting. 

The secretaries spoke about their own 


““:.. Zroup operations and their remarks, gen- 


! 
+7 
OHI Chapter Secretaries 
Meet at Boston Convention 


NINE SECRETARIES of OHI Chapters met 
with the National Secretary Distribu- 
tion Division, Oil-Heat Institute of 
America, Inc., New York 16, N. Y., 
for a dinner meeting May 18 at the 
Hotel Statler, Boston, to discuss prob- 
lems of local oilheat dealers’ associations. 
Present were J. H. B. Albert, Oil-Heat 
Association of Maryland; Bill Alex- 
ander, Oregon Heating Industries; F. N. 
Beckwith, Oil-Heat Institute of New 


erally, serengthened each organization 
so that member-dealers would enjoy 
greater benefits from the improved con- 
ditions brought about by the groups’ 
activities. Working with local legisla- 
ters to effect ordinances containing good 
sehse and maximum protection for the 
consumer, raising the level of efficiency 
of existing and future installations, pro- 
viding good service at low cost, cooperat- 
ing in advertising programs to promote 
oilheat, and organizing drives for new 
members were among the topics dis- 
cussed. 

Meetings of secretaries in conjunction 


with the National Oil Heat Exposition 
and Convention are not new, having 
been proposed by Portland’s Bill Alex- 
ander several years ago. The Bostor 
meeting was highly successful and wii! 
be the pattern for discussions at future 
conventions. 
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C. A. Breen has been appointed assist. 
ant manager of bulk sales, Esso Standard 
Oil Co., New York 19, N. Y. For the 
past twelve years Mr. Breen has been 
with Sylvestre Oil Co., marketing 
afhliate of Esso Standard. In his new 
post he will handle cargo and other bulk 
sales of fueloil, gasoline and other prod- 
ucts throughout Esso’s entire marketing 
area. 


W. M. Becker, sales representative, 
Erie Stoker & Heating Co., Erie, Pa., 
was honored recently by J. B. Deakins, 
president of the concern, for his out- 
standing sales record during March. Mr. 
Becker’s sales, including oilburners, for 
the month placed him in top position 
among all Iron Fireman sales representa- 
tives in the United States and Canada. 
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NEW SIMPLEX EQUIPMENT WILL PROVIDE 
SIMPLEX DEALERS WITH OUTSTANDING 
ADVANTAGES IN TODAY'S MARKET. 








SIMPLEX OIL BURNING SYSTEMS 
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Ol. BURNING SYSTEMS 
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SIMPLEX OIL HEATING CORP. 
11 PARK PLACE, NEW YORK 7, N. Y. 
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ADVERTISERS & READERS GET READY! 


Price $2 Per Copy. 
Send for 
Yours Today. 
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Cash in on year- 
round readership with 
the Buyers Guide and 
Industry Directory — 
the authoritative refer- 
ence book of the oilheat- 
ing industry. It is a com- 
prehensive directory of all 
manufacturers in every 
phase of oilheating—burners, 
fueloil, boilers, furnaces, boil- 
er-burner units, furnace-burner 
units, water heaters, parts, ac- 
cessories, and supplies. It in- 
— a special — 7 350 
VAL " , Oilburner Manufacturing Com- 
8/4" x I" page size. " panies, their trade names, and 
Handy for Desk and Brief the names of principal execu- 
Case. Over 600 classifications and tives. Used every day by manu- 
facturers, jobbers, suppliers, deal- 


Subheading and a Data Section. i ! Final advertising f | 
De Was Send YOUR Reservation Today! — er. Final advertising forms close 


fine So ek 


HEATING PUBLISHERS, Inc. 332, Medison Averse 
Sa " 











Selling More Fueloil 


(Continued from page 66) 


change and giving the industry reasons 
for it, or again simply reminding the 
customers how well they were being 
treated. It was always difficult for a com- 
petitor to take away one of Frank’s 
customers. 

Sherwood Brothers in Baltimore have 
followed a similar technique. They em- 
ploy letters on the personalized sta- 
tionery of John Sherwood. They have 
built up John as a person, to get away 
from the average customer’s impersonal 
feeling toward a big company. Not only 
is it hard to take away a Sherwocd cus- 
tomer, but during the war years the com- 
pany kept one man busy full time 
explaining to folks why they could not 
take them on as fueloil customers at that 
time. During that period they piled up 
a list of 3,300 persons who told them 
they wanted Sherwood oil at such fu- 
ture date as the company could take 
them on. Sherwood now has a total of 
about 22,000 domestic fueloil customers, 
making it one of the largest in the coun- 
try, and this list has been built up from 





2,000 customers just fifteen years ago, 
when they started selling burners. 

We ran into an interesting activity 
on the West Coast. The Griffin Fuel 
Co. in Seattle, one of the better opera- 
tors in that section, has a company policy 
that says Grifhin never lsses a customer. 
If some competitor does occasionally suc- 
ceed in getting an oil contract from one 
of Griffin’s accounts the company will 
never let it rest there. First the territory 
salesman does all that he can to be con- 
vincing, and then the sales supervisor 
makes a try at it. If that doesn’t work, 
the vice president in charge of market- 
ing the particular fuel, oil or coal, goes 
to see the customer. Finally, if necessary, 
Fred Griffin, president of the company, 
makes a call. Usually, somewhere along 
the line the person has already been won 
back. But if the whole lot of them can- 
not convince him, the solicitation is kept 
alive by mail and salesmen for a year 
or two, with the result that almost never 
does the company actually lose a cus- 
tomer. 

Another interesting thing about Grif- 
fin is the relationship between the coal 
and oil departments. The coal depart- 


ment has about 9,000 domestic custom- 
ers. Each year it is the job of the oil de- 
partment to take away 10% of these by 
converting them to oil, then the coal de- 
partment has the responsibility of gettiny 
900 new coal customers. The plan won't 
work forever, of course, but it has don 
very well up to now. Virtually all Griffin 
advertising and sales promotion is on 
coal, with the oil department dependiny 
on switching the firm’s own customers 
to a more modern fuel. 

In New Jersey we recently learned of 
an outstanding example of good custom 
er relations policy. One day in the winter 
Jack Blondel of Montclair phoned, ask 
ing if we could help him find a new 
burner service manager. He pointed out 
that his very good man had died. After 
we discussed it a little he mentioned a 
salary that he was willing to pay if he 
got the right man, and we thought the 
figure was surprisingly high. When we 
remarked about this, he explained that 
he could afford to pay well to get a man 
with the Blondel qualifications. 

This man should be a good mechanic, 
but need not be a graduate engineer. He 
should understand heating layouts and 
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when you go after 


REPLACEMENTS and CONVERSIONS 


with 


BANKHEAT BURNERS 


Now is the time to replace oil wasting burners with a Bankheat. 
It’s the easiest selling that you can do today .. . selling that will 
make you a profit, and a new set of satisfied customers. 


Bankheat Burners have an unequalled reputation for oil-saving 
efficiency. In thousands of homes they are powering boilers, 
boiler burner units and water heaters. For many years in many 
lands they have been building up a record of economical per- 
formance. They’re fully automatic, precision built, easy to 
install, exceptionally dependable. They are today’s best bet for 
dealers who want sales. May we send you the full story? 


There’s an automatic Johnson 


Burner for EVERY heating need. 


S. T. JOHNSON CO. 


Builders of fine Oil Burner Equipment since 1903 


940 Arlington Ave., Oakland 8, Calif. 
401 No. Broad St., Philadelphia 8, Pa. 
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be able to supervise larger jobs, but most 
important, he must Le at all times a 
gentleman. Jack said they could forgive 
him for mechanical mistakes, but they 
could not forgive him for at any time 
offending a customer. 

He mentioned that in the whole his- 
tory of the Blondel organization the cus- 
tomer has always been right in every 
situation. That was rather startling, par- 
ticularly in a service department, but the 
company has found that when they 
maintain that attitude, almost no one 
tries to take advantage of them, and 
when they occasionally do try it, they 
let them get away with it. Charlie 
Bruett, who has been president of the 
Fueloil Distributors Assn. of New Jer- 
sey for several years, is general manager 
of Blondel, and has had much to do with 
the success of the company built around 
that customer policy. 

Let’s notice now the item “Commis- 
sions to Burner Dealers.” Some have 
objected to the practice of oil companies 
paying fueloil commissions to burner 
dealers. We have disagreed with that 
view because we believe that rightly 
handled this can be a useful undertaking 


for the oilheating industry. 

We have never been in favor of pay- 
ing an oil commission to a very small 
dealer who may install a burner. now 
and then as a sideline, but if a man is 
going regularly into the oilburner and 
service business, he is entitled to some 
income from the fueloil demand that he 
creates, and in most instances he needs 
it to keep his business prosperous. If 
moderate sized oilburner déalers are not 
allowed to get a fueloil commission, 
quite a few more of them will buy an 
oil truck and become the oil man’s direct 
competitors. 


Satisfies Some Majors 


There is another important angle to 
this whole subject. Some major oil com- 
panies who do not sell oilburners are 
getting new business by paying commis- 
sions to oilburner dealers. We hope they 
will keep on doing it, and not find it 
necessary to go into the oilburner busi- 
ness themselves. When any of them looks 
at a chart like this and realizes that half 
of all new fueloil accounts come through 
direct oilburner sales, and actually this 
information is not new to them, you can 


be sure that they are not going to be 
content with increasing their business 
only by switching occasional customers. 
We say that as long as they can get 
enough new business to satisfy them by 
working with burner dealers on a com 
mission arrangement, let’s bless them. 
That brings the question of how much 
retail business is actually done by the 
major companies. We have not at- 
tempted to get the percentage by indi 
vidual states, but nationally about 29% 
of distillate heating oil is sold direct 
by the majors and this compares with 
27% in 1945, and with the same 29% 
back in 1941. They lost a little position 


during the war but have regained it. 


Last on the chart we come to “All 
Other Sources.” There are no doubt as 
many of these as there are men in this 
business. But sometimes as we chase 
around the country we discover inter- 
esting individual activities. 

Not long ago in Philadelphia talking 
to the boys out at Modern Heat and 
Fuel Company, Marks, Fleisher, and 
Clement, the subject came up about get- 
ting new fueloil business. They do most 
of the same things that all of you do, 








Thank you 
New England 
for the fine 
reception— 


~ “UNI-HEAT” 


REASONABLY PRICED 
CONSERVATIVELY RATED 


SPECIFICATIONS: 


— THE SENSATIONAL — 


NEW Multi-Featured TANKLESS 


WITH THE EXCLUSIVE 
""UNI-HEAT’’ BUILT-IN 
TEMPERING VALVE 


@ NOTE THESE FEATURES 


Built-in tempering valve 

All helical wound coil 

Cast bronze convex head 
Readily removable coil 
Lifetime cast-iron shell 

Self cleaning sludge chamber 
Longitudinal baffle 

Balanced flow design 

No chafing—No rattles 

Fully guaranteed 


TWO GREAT PRODUCTS 


** THE RAVE OF THE SHOW xx 
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Compare the many features of the new "Uni-Heat" 
Tankless and we believe you will agree it is one of 


counts on 
(0 UNI-HEAT Burners 





— THE HIGHLY EFFICIENT — 
Precision Engineered 


“UNI-HEAT” 


REG. U. S. PAT. OFF. e 7 e °® 


EXCLUSIVE TERRITORY 
TO RELIABLE DEALERS. 


CLIP COUPON BELOW & MAIL TODAY 
| RET-RAC CORPORATION, 36-01 Lawrence St., 


Please send literature and NAME 
prices including quantity dis- 


C) UNI-HEAT Tankless 
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OIL BURNERS 


A PRACTICAL 
OIL BURNER 


IT'S ACCESSIBLE— 
REMOVE ONE SCREW AND 
EXPOSE ALL WORKING PARTS. 


IT'S SERVICEABLE— 
ALL ADJUSTMEN:S EXTERNAL. 
BUILT-IN | TERMINAL BLOCK. 


IT'S EFFICIENT— 
EXCLUSIVE HEAD _ DESIGN 
BURNS "CAT" OILS CLEANLY. 
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KRAISSL 


PUMPS AND 
SEPARATORS 


FOR OIL BURNER SERVICE 


CLASS 50 LIGHT OIL PUMPS 
DIRECT DRIVE FOR 





se 


Ask For Bulletin A-1330 
CLASS 60 HEAVY OIL PUMPS 
REDUCTION DRIVE 
FOR HEAVY OIL 









Ask For Bulletin No. A-1193 


CLASS 72 STRAINERS AND FILTERS 
SINGLE AND DUPLEX 
QUICK CLEANING 
STANDARD AND HIGH PRESSURE 








Duplex 


Single 
Ask For Bulletin No. A-1214 


FOR BULK STATION SERVICE 


CLASS 60M MOTORED PUMPS 
DIRECT DRIVE 

FOR EXCLUSIVE USE WITH 

LIGHT OILS AND SOLVENTS 






Ask For Bulletin No. A-1267 


CLASS 80 TRI-ROL PUMPS 
INTERCHANGEABLE SERVICE 
BOTH LIGHT AND HEAVY OILS 
TANK TRUCK AND BULK STATION 





Ask For Bulletin No. A-1366 
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For WELDED TRUCK PIPING 


Smith Truck Meters are now 
furnished with forged steel flanges 


In step with the growing trend toward 
welded tubing for tank truck piping, 
Smith Meters are now furnished with 
forged steel flanges instead of cast iron. 
Installations may now be made with 
tubing welded directly to flanges or with 
screwed pipe connections at users’ op- 
tion. Forged steel flanges are but one 
of many advantages of Smith Meters — 
famous for fast, accurate service and for 
**Unitized Design’ which permits tailor- 
made installations. 





T-6 


Illustrated Left Above: One and one half inch T-6, 
60 GPM, inlet 11/," pipe or 2” OD tubing. Center: 
Two inch T-10, 100 GPM, inlet 21," pipe or 3” 
OD tubing. Below: Three inch T-15, 150 GPM, inlet 
3” pipe or 3%," OD tubing. 
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SMITH METER COMPANY 


SUBSIDIARY OF A. O. SMITH CORPORATION 


FACTORY—5743 SMITHWAY, LOS ANGELES 22, CALIF. 
Sales Offices: NEW YORK, CHICAGO, HOUSTON, LOS ANGELES. 
In Canada: TORONTO, VANCOUVER. International Division, 
MILWAUKEE 1, WISC. Local Agents in All Principal Cities. 








but they have one extra activity. They 
subsidize milkmen around town to keep 
them posted on any moves in their neigh- 
borhoods. The milkman is about the first 
to know of such happenings on his route, 
and if he turns in a lead that the sales- 
man can develop into a customer, he is 
paid for it in one form or another. 

Down in Charleston, S. C., “Buddy” 
Thornhill of Charleston Oil Company 
has an interesting arrangement for get- 
ting new fueloil customers. In that town, 
most oilburners are sold by companies 
that do not sell oil. 





Thornhill acts as the tank supplier 
for all of those burner people. Out at 
his bulkplant he has quite a stock of 
customer oil tanks, in all sizes and 
shapes. He gets these at low carload 
prices, and he sells them to any oilburner 
dealer in town at his cost, providing the 
tank is to be used for a new installation. 
When a dealer sells a new burner, one 
of the first things he does is to call 
Charleston Oil and asks them to deliver 
a tank to the site at some future day. 
The oil salesman, of course, goes right 
out to the house and does his best to 











Because of new, stream- 
lined packages you can 
now buy R & I Combus- 
tion Chambers at much 
lower prices. 


Chambers are precast 
of medium-weight, high 
temperature refractories 
which have service limits 
far beyond temperatures 
encountered in modern 
oil burners. 


Called the “2 in 
Chamber because: 


1. Quick Heating is 
produced by thou- 
sands of tiny projec- 
tions inside Cham- 


|” 


ber which attains glowing radiance the moment 
the burner switches “on.” 


Medium Heat Storage—R & I Combustion Cham- 
ber gradually gives up stored heat after the flame 


shuts “off,” providing efficient, smoke-free fire 


box. 


Your supply house has R & I Combustion Chambers. 
Write us for new informative booklet OB-100 which 
gives valuable information for dealers and installers. 


REFRACTORY & INSULATION CORP. 


116 WALL ST., NEW YORK 5, N. Y. 
Chicago 4, Ill., Newark 2, N. J., Philadelphia 2, Pa. 


COMBUSTION CHAMBER 





get the business. The burner dealer gets 
his tanks cheap, and also has a complete 
assortment without carrying any stock. 


Another activity that has interested 
me by way of holding present customers 
is dating the fueloil contracts January 
1 instead of the customary June 1. 
Horace Davenport up at Salem, Mass., 
does this and he finds that renewals are 
much easier at the peak of the heating 
season. As a matter of fact, he uses a 
self-renewing or perpetual contract that 
does not have to be signed each year, but 
as the annual date approaches, he, of 
course, advises the customer that the 
contract is automatically being renewed. 
This gives the customer a chance to 
cancel if he wants to take the definite 
action, but at that time of the year he 
is not getting much pressure from com- 
petitors so he rarely does cancel. 


Another contract arrangement that 
shows some imagination is one described 
in our May issue story about the C. A. 
Breed Company of West Newton, 
Mass. This outfit staggers its burner 
service contracts and fueloil contracts 
so that one or the other is always in 
force. Service contracts expire December 
31 and are self-renewing unless can- 
celled, while fueloil contracts use the 
customery June 1 date. If a competitive 
salesman is around in the Spring, trying 
to take away an oil account, the customer 
finds that it would be embarrassing to 
change, because he is going to be doing 
business with the old company on burner 
service for the balance of the calendar 
year. 


Looking back over the twenty-five 
year active history of the oilheating 
business, it is apparent that no one has 
to tell either the oilburner or fueloil 
man how to sell things, because very 
few industries in our economic history 
have enjoyed a more rapid growth than 
ours. Most of that growth came as a 
result of effective sales effort. So as a 
group, the industry certainly knows how 
to sell. The only question then is 
whether after being out of practice for 
seven years, we are willing to now get 
back into the old stride without wasting 
too much time and before we allow other 
companies and other industries ot take 
over the available dollars. Certainly it 
is time now, if we haven't already done 
it, to make the decision. 


: June 
1949 
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for LUXURY HEAT... 
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Delivered COMPLETELY PACKAGED 


Sell luxury heat at a price within reach of 
America’s biggest market . . . families building 
and renovating homes priced under $10,000... 
but don’t cut your fair profit. Penn has done the 
profit cutting at the factory ... paring its own 
margin because it anticipates big volume on its 
new Packaged Air Conditioner Furnace. 

However ... timely though it is . . . price is far 
from the whole story on this new unit. Here are 
just 3 of the other big features: 

1. Delivered completely assembled in the jac- 
ket—with all wiring done at factory. 

2. Stainless steel construction gives 
modern appearance . . . extra long life. 

3. Compact size—length 49” x height 50” x 
width 2144” — permits two men to carry it 
through an ordinary doorway. 


RIGHT NOW is the time to offer a price con- 
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to greater 
heating profits 
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@A Heating Line you will be 
proud to sell. 





@ A complete Heating Line of 
types and sizes. 


@A Line of Commercial and 
Domestic Stokers. 


Water 


@ A moderately-priced Heating . 


Line. 








@ A fine quality Heating Line. 


@ A big name Heating Line made 
famous by years of national 
advertising. 


Gasy 
Furnaces 


te 


Boilers 
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@ A Heating Line that will enable 
you to successfully compete on 
price, quality, reputation and 
provide a wide variety of home 
and commercial installations. 


CLIP AND MAIL THIS COUPON 
WHILE GOOD TERRITORY 
IS STILL AVAILABLE oI 


Burners — 





scious market this “little giant” among heating 
units. Production is limited—so don’t delay writ- 
ing for franchise and engineering information. 


PENN BOILER AND BURNER 


MANUFACTURING CORP. 
LANCASTER, PA. 
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Show Technical Notes 
(Continued from page 58) 

Kresky Oil Burners declared its 
brightest new products were the oilburn- 
ing wall furnace and the fireplace heater, 
both fired by the Kresky forced-draft 
vaporizing burner. Many dealers took 
great interest in the fireplace heater, 
feeling it has a definite place in the oil- 
heating picture; one way to use it to 
excellent advantage is to install it in the 
fireplace of a gas-heated home to lower 
gas bills and bring out the economy of 
heating with oil. 

Described as being unique in that it 
is the only furnace-type conditioner 
which has a hot water storage tank un- 
der the furnace jacket, the Metromatic 
oil-fired winter conditioner comes in 
three models for .85, 1.25, and 1.75 
gph. Dealers aiming to provide summer- 
winter hot water from furnace-duct 
systems paused long in this booth. 

It is impossible to cover all the impor- 
tant, interesting products of the Boston 
Show in anything smaller than a text- 
book, as in fact this show had in it 
technical information equal to any oil- 
heating textbook. This brief report, 
which of necessity fails to mention many 
products of great importance to the in- 
dustry, gives a bird’s-eye view of some 
of the technical displays, but cannot take 
the place of attending such a show and 
giving time, as needed, to each of the 
educational booths. 

Detroit Lubricator showed for the 
first time, for example, a 100% mechan- 


ical space heater control which auto- 
matically sets the fire size to match the 
room temperature but which needs many 
more descriptive words than can be 
given it here. Detroit also announced a 
new wall pump, in two sizes for 4 and 8 
gph, which has two float switches in- 
cluding one for safety only, and which 
therefore needs no return or overflow 
line. The new blower hub that lets the 
blower wheel coast, brought out by Tor- 
rington, was a show highlight for most 
lovers of pressure burners. Spark-Check, 
by Viking Instruments, Inc., deserves 
attention as an innovation in controls 
for spark-ignition burners, Demon- 
strated on a gun-type burner, it turns 
on the spark, checks to make certain the 
electrodes actually give a spark, and in 


about 20 seconds turns on the burner, 


motor. The new room thermostat soon to 
be released by Perfex, having a variable 
heat element similar to a rheostat or 
potentiometer, is something new under 
the sun in controls and certainly rates 
more attention than can be given it 
here. Instrument-minded salesmen, serv- 
ice men, and engineers should look into 
the new Rochester duct thermostats, 
made to be valuable for checking and 
tuning furnace-duct systems in a hurry. 
Bacharach’s new literature, covering a 
complete line of combustion testing in- 
struments, air-flow measuring devices, 
and recorders, should be in the hands 
of every service man and equipment 
dealer. Penn controls now include new 
furnace-duct system limit controls which 
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were exhibited at Boston. The full story 
of the Minneapolis-Honeywell booth 
similarly cannot be told here although 
every oilburner dealer should be in 
formed on it, and especially on th« 
“Time Modulation” part of the story, 
which deals with the M-H importan: 
developments in heater-type room ther: 
mostats; for one thing, these develop- 
ments have reduced temperature droo; 
(naturally a result of using a heater-type 
thermostat) to a fraction of what once 
was considered minimum and permis 
sible. 

Scully Signal Company’s new devel 
opments in a combination tank gauge 
and Ventalarm signal, and a radically 
different, brand-new electric control for 
tank trucks delivering fueloil, similarly 
can be only mentioned here as among 
the most interesting features of the 
Boston Show. 

There were other features and other 
new products, some of them more im: 
portant than the products that have been 
mentioned or described here. But, again, 
reading this report is no substitute for 
seeing the show, and this is no attempt 
to evaluate the products shown there 


© 


Laurance D. Sibley has advanced te 
the position of general sales manager in 
charge of all district and factory offices, 
Combustion Control Corp., Cambridge 
42, Mass., producers of Fireye combus- 
tion safeguards. He has been with the 
company since the first of 1945. 
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Scouting the Show 
(Continued from page 62) 
kitchen-type boiler, but also had June 
Raymond, a lovely model, who drew 
every male eye in the area. Keyhole is too 
old to notice such things, himself (yuk, 
yuk!), but the younger boys told me the 
design was Okay. Al Crawford, Milton 
Powers, Bob Marberry, Bill Chappell, 
M. F. “Robby” Robbins (who is a real 
Good Samaritan) , Morro and McCarthy 
TSA’d around a beautiful Green and 

Yellow booth. 

“If you're satisfied with hkewarm 
water—don’t use Taco,” according to 
one guy in their booth. They had a new 
horizontal circulator, adding to the satis- 
faction of John White, Joe Murphy, Ed 
Houlihan, Joe Balter, Parker Tyler, 
Chaffee and Gilfeather, who gathered at 
intervals and chanted: “Better Heating 
—Better with Taco.” . . . Detroit Lu- 
bricator protected their reputation with 
a splendid new CRC-251 flame modu- 
lator control for pot-type burners,—a 
real contribution to that part of our 
field. Ed Doucett, their “go-getter,” was 
all smiles along with Bill Hohmeyer, Bert 
Sell, George Cage, and H. Walker. 


BY SELLING WATER HEATERS EQUIPPED WITH 


Specify Detroit Controls and you'll live 
forever! 

John Mollnow, McAuliffe and Kin- 
nicky were plenty busy in the Kaustine 
booth, showing their w.a.c. units, 65 to 
270,000 b.t.u. . . . another old friend 
from up-state New York enjoyed.a good 
week. We refer to Clifford, of the Kent 
Co., Rome, N. Y., who showed those 
excellent vacuum cleaners. They 
“cleaned up,” which is the nearest I can 
come to humor at this pernt. Helping 
him were Joe Jones, George Hill, Nevers 
and Steele . . . across the road were our 
pals from the best little city in Illinois— 
Mendota, where Clarence Potter and 
Bob Friestad displayed Field Draft Con- 
trols—‘The Best for the Finest.” What 
happened to old “Scotty?” Didn’t see 
him wagging his tail all week. 

Mr. E. (for Electric) Transformer 
Harnett, the Jefferson boy from Bell- 
wood, Ill., had his usual booth—com- 
fortable chairs, transformers, etc.—but 
he was never in it. Always out with cus- 
tomers. Personally, I think the guy could 
be elected President, he knows so many 
people . . . and young “General” Ro- 
land Redner was there in the General 


Filters exhibit with the charming Mrs. 
Redner. They've got a good slogan— 
“Repeat Profits’—which I will recom- 
mend to the Keyhole organization. Bill 
Roscoe and Frank Gerlach had replace- 
ment cartridges on their minds. 


Claude Schaeffer brought a hard-hit- 
ting crew up from Baltimore for his 
General Automatic display of burners, 
boilers, baseboard equipment, etc. If he 
doesn’t have at least one new idea every 
5 minutes, he goes to see his psychiatrist. 
Hughes, Browning and Hight were in 
there punching . . . as usual we run out 
of words trying to describe the Preferred 
Utilities booth with their Steam Gen- 
erators, both steel and human. Dick 
Bohn, retiring Prexy of the OHI didn’t 
retire from the story-telling marathon. 
Young Bill Bohn and Bill Schneider were 
there from the Boston Office. Everybody 
was “Rigged for Results.” Gerald made 
a good speech, they tell me. 

Slim Donahue, as befitted an ex-ad- 
vertising man, had a wonderful Fluid 
Heat Booth, featuring the “World’s 
Economy Champion” line of 14 items for 
more sales, and beautiful plastic letters, 
lighted in some odd way. D. Grey 





YOUR OIL BURNER 


Here is one way to keep burner sales 
moving during the normally slow spring 
and summer months. This is the time 
of year when WATER HEATER sales 


ZOOM! 


experience in this field. 


BOCK WATER HEATERS are lead- 
ers in the field of water supply. — A 
splendid product, backed by years of 












More and more people are demand- 
ing WATER HEATERS with gun-type 
burners capable of giving ample supply 
for increasing home needs. 


Equip these heaters with your burn- 
er — and keep your service standard. 
Sell your burner, attached to a BOCK 
WATER HEATER. 


With your local reputation for a good 
oil burner and good service you have an 
unbeatable team when you add BOCK 
WATER HEATER sales, one that gives 
you spring and summer sales when you 
need them most. 


Keep your personnel busy selling the 
year around — profit will follow . 


WATER HEATER HEADQUARTERS 


fue/oi! 
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BOCK CORP., MADISON, WISCONSIN 















Radiant heat foils 
weather on new bridge 
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New Raymond E. Baldwin Bridge, Old 
Saybrook, Connecticut. Project Engineer. 
for the State—Col. Howard S. Ives. 
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Roadway, morning after a storm. Clear 
sections remained free of snow all durin 

storm; roadway in foreground, thoug 

scraped, is still covered with ice patches. 
Heating Contractor — William M. Ford; 
Distributor—Marsden and Wasserman. 


DIsconcEeRTED is the motorist 
who slides through a toll gate on 
smooth-as-glass ice. A novel radiant 
heating installation eliminates this 
menace to motorist, attendant, fend- 
ers and toll house on this new bridge. 

An oil-fired No. 240 Mills boiler 
supplies hot water which circulates 
through pipes embedded in the road- 
way adjoining the toll booths, melt- 
ing ice and snow and keeping the 
roadway clear. The oil burner oper- 
ates only during icing periods; at 
other times anti-freeze protects the 
system. 

Usual applications like this prove 
the versatility and dependability of 
Smith- Mills boilers . .. and their 
ability to deliver low-cost heating 
year after year. Even on the tough- 
est jobs, you're sure of satisfaction 
when you specify an H. B. Smith 
boiler. The H. B. Smith Co., Inc., 
68 Main St., Westfield, Mass. 


Smith 


CAST-IRON BOILERS 
Offices and Representatives in Principal Cities 
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Knowles, salesmanager, Ed Long, A. E. 
McAvoy, and Bob Miller gave visitors 
the secret “combination” . . . Ed Zeitlan’s 
interesting demonstration of the Heat- 
Timer involved two large vessels of 
colored water and got surprising atten- 
tion . . . Brown Products, in the same 
booth, from Forest Hills, L. I., knocked 
me out with “Bayce Heet” for their new 
baseboard. They also had the good, old 
reliable boiler-burner unit there. 

Watts Regulator, next door, had 
probably the best-looking single booth 
in the Show, with lighted panels on 
either side showing cross sections of the 
Watts line, and a background that was 
educational, and a good selling display. 
George Horne, who can ride faster than 
Paul Revere ever dreamed of, and Wen- 
del Dillon, Cyrus Gates and John Dale 
kept the Watts standard ever high. 

The only “Oomphmeter” in the Show 
was in Gordon Kaveney’s Quiet Auto- 
matic Booth from Montclair, N. J., along 
with his oilheating equipment, sales of 
which have increased on a remarkably 
fast scale the last couple of years. Gor- 
don was never at a loss for a syllable 
all week, and Keyhole scored “Fully 
Charged” on the Oomph. Watch out, 
Lana, here I come! . . . biggest letters 
in the joint spelled out HEIL in their 
booth, featuring the KFO unit in small 
sizes for builders, and the rest of the 
line “Designed by Dealeas for Quick 
Installation.” Heil men included Harry 
Pugh, George Hochstein, Karl Mould, 
Roy King, and John Barclay. 


Jackson & Church, the warm air fur- 
nace guys from Michigan had the best 
exhibit in the place for a day or so until 
they loused it up with equipment. Some 
shipping line didn’t deliver on time, so 
all they had was an easel with a sign on 
it implying anger, cuss words, etc., and 
plenty of seats. We went over there and 
sang one night, as befitted a gathering of 
Barber-Shop Quartet men, and boy, 
were we terrible! When the equipment 
arrived it included a wide range of sus- 
pension units up to 450,000 btus, and 
some new “Easy to Erect” (sounds odd, 
doesn’t it?) cabinets. Larry Redford, C. 
J. Low, Bob Hughes, Bert Robinson and 
Henry Nickerson were there. 

Webster Electric had, according to the 
sign, “Products That Speak For Them- 
selves,” but they didn’t wait on that. 
Never heard so much conversation. They 





practically moved Racine, Wis., into the 
Show, with Art Loeb breaking trail, fol. 
lowed by Pres Crewe, Ben Weichers 
and Mrs. W., who gets prettier every 
time we see her, Doc Ford, Erich, Os- 
borne, and Hutch Hastings, fugitive 
from White Plains. Doc got a well de- 
served testimonial scroll at the Old 
Timers’ party, and was pretty active for 
a guy who has retired. “54 Authorized 
Webster Stations,” and Keyhole can re- 
member when you counted them on the 
fingers of one hand! Ah, nostalgia! 


American Mohawk’s Harrys were 
there—Londa and Toker—for a few 
days, and Lee and J. A. Polisner held 
down No. 524 thereafter, with the dope 
on Am. Mohawk burners and Consoli- 
dated Boilers . . . that big guy you saw 
moving around was B. A. Peterson, of 
Dowagiac, the big nozzle, refractory and 
accessory distributor ... one of the 
busiest spots in the Show was the’Sid 
Harvey, Inc., booth with Sid himself, 
Lawrence, Joe Ziminiski, Bob Bernard, 
Matty Bernard, Dave Meyers, and vari- 
ous others telling the story. The sign said 
they are the biggest rebuilders of parts 
in the country. (Ill buy that, after a 
recent look around the plant.) They just 
made a deal with Sampsel Controls, of 
Spring Valley, Ill., to be their exclusive 
Eastern representatives. “Two Heads 
Are Better Than One,” they claim. That 
handsome Wellcome, from Sampsel, was 
there. The guy is wasting his time this 
side of Hollywood. 


Ivar Loring, eastern man for Cole- 
Sewell, had a booth that said “Stop 
Wasting Fuel—Use Draft Korektors.” 
Laudert and Sewell stayed home. Prob- 
ably the fishing is too good in Minne: 
sota .. . the Delavan Booth still had the 
famous blow-up cross section of a noz 
zle, on glass, illuminated from behind, 
and many tins of their sludge solvent. 
It tastes like Castoria—I tried it in a 
drunken moment. Also, I"ll break down 
and finally admit that their H. L. Mc 
Nally is the hardest working guy at the 
party. Gene Olsen was there, too, and 
our old friend Nelson Delavan stopped 
in for a while . . . Next door was Dielec 
tric, the ignition assembly guys from 
Jersey City, with Phil Krueger holding 
down the place most of the week, and 
Harry Carey coming in late,—after the 
work was done, that is. 

Farther down the aisle Super Electric, 
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also from Jersey City, showed a very 
clever illustration of their moisture-proof 
transformer. Henry Winston, Ch. Rapi- 
port, George Eulo, Max Sarben and Art 
Koyce made it a “super” attraction. 
(Please, no thanks, boys) . . . next door 
two fine gentlemen from Mundelein, IIl., 
showed a product new to our field, but 
not for long. They were A. C. Kraklauer 
and F. W. Leuthesser, with their “Spark- 
ler Filter” . . . nearby were Delco Prod- 
ucts, the motor people from Dayton, 
Ohio, with J. N. Tilbrook, the sales man- 
ager, S. A. Brattin, Stevens, Halverstott, 
Bond and Blanton, with a good cross- 
section of their motor against a blow-up 


of their plant. There is business in this | 


industry, boys,—just scream a little. 


The only real honest-to-God General | 


showing equipment was General Allen 
Reif from Buffalo, and brother Charlie. 
“27 years of specialization,” their sign 
said, and they had a fine new “Rexoil 
Winter Conditioner Jet-Tube Heat 
Transfer Unit.” They are making good 
on their promises just as they did about 
22 years ago, when we saw them for the 
first time at the Oilburner Show in Buf- 
falo. Quite a family—of burners and 
men, of course . . . Mercoid came in 
from Chicago with a message: ““Mercoid 
is a good Buy,” and “it is the only 
100% mercury switch equipped line of 
controls.” Genial Hugh Courteol, Jim 
Owens and his cigar, Colterjohn, Chip 
Stauffer, hard-working Fenton Fisher, 
Reilly from the Bronx, and several other 
guys with mercury switches in their coat 
lapels made the ads come to life in con- 
versation . . . most effective use of red 
and white in a booth was Quiet May, 
where Charlie Collins and the charming 
Mrs. Collias, Joe Miller, Schulke and 
Jerry Connors told the other half of the 
Q. M. story. (See page 89 of the May 
Issue for the other half of this great 
mystery.) We've decided to nickname 
him “Gerotor Q. Collins.” 

What great big electric company blew 
out fuses faster than they could be re- 
placed, and finally had to call for the 
man from the woiks? 

Pat Kluempers and Ray Harniteaux 
surprised us with the completeness of 
their Fairbanks-Morse line. Harold Neal 
and Lan Lydle were there, too. Wonder- 
ful people in the oilburner industry, 
now. Keep coming, guys! . . . I love old 





EXCLUSIVE AOL 
CATALYTIC HEAT CONTROL 


Keauces Servité... 


Builds Proftrs... 











You reduce service troubles to an absolute minimum and at 
the same time build up your NET profit to the maximum, every 
time you install an H. C. Little oil burner or furnace with the 
new, exclusive H. C. Little catalytic heat control. 

The ability of oil heating equipment to burn catalytic oil 
SUCCESSFULLY is no longer just a convenience — it is an 


absolute necessity for economical, trouble-free operation. 


EXCLUSIVE H, C. LITTLE “CATALYTIC HEAT CONTROL” 
NOW STANDARD EQUIPMENT ON ALL H. C. LITTLE UNITS 


4 As a result, H. C. Little burners 
and furnaces operate on low cost 
catalytic furnace oil with: 


1. IMPROVED PERFORMANCE 
2. INCREASED CAPACITY 

3. EFFICIENT COMBUSTION 
WITHOUT CARBON 

\. 4. SUBSTANTIAL FUEL 
SAVINGS 





H. C. Little dealers can 
honestly tell their customers 
that all H. C. Little units 
are equipped to burn cata- 
lytic oil SUCCESSFULLY! 





ALSO AVAILABLE FOR MODERNIZATION 


H. C. Little dealers are offering the new 
Catalytic Heat Control for modernizing 
existing H. C. Little installations, making 
these marvelous fuel saving improvements 
available to a// their H. C. Little customers. 


Yo Lille 


Burner Company 


Dept. 6, SAN RAFAEL, CALIFORNIA 





Sam, the Scram Man. In his booth to 


Branches in 18 Principal Cities 


























“Watch the Water Line,” were E. N. 
McDonnell (first name really Everett, 
believe it or not), George LaRoi (old 
Mr. Perpetual Motion himself), Pahkah 
Devlin, and Howard Parry, all good 
McDonnell & Miller boys, “Doing More 
Than One Thing Well,” this year. 
Across the aisle: Kresno-Stamm, 
where “Whirlwind” Stamm, the hardest 
working guy from New Jersey, was 
showing a new range burner with forced 
draft. Quite a product! Holden and 
Fleisler backed him up. 
This is the year of the “B 
“standardizing motors and trans- 
formers,” according to the G.E. crowd 
from Ft. Wayne. Their booth was ex- 
tremely popular, with Frank Ondrovik, 
J. P. Coughtin, J. E. Carr and A. W. 
King, selling transformers, and R. W. 
Robards, Merton Edgar, R. H. Thomp- 
son and Foss Campbell, on motors. Since 
, they 


ig Scissors,” 
for 


they were saving customers 10% 
only talked 90% of the time. 
Forgetting your troubles with a Fulflo 
Filter was the story told by Bob Field- 
ing, E. W. Sherburne, T. A. Rockett 


and Don Patenode in the Commercial 


Filters booth, where they showed the 
new Model B4. Very Proper Bostonians, 
all... Sam Peters and Seymour Sloane, 
from Quiet Heet, Newark, showed a 
new “Quiet Kool Window Unit” that 
looks like a winner. Their burner? Oh, 
yeh, they said “America’s No. 1!” Noth- 
ing like confidence! . . . Bob Bell was 
there with his Rajah Terminals, and 
Arthur Kendall, and Earnest Law of his 
staff came along. There is an outfit that 
has the industry’s respect . . . that con- 
stant conversation you heard was in the 
Federal Boiler booth where Jim Legg, 
Ray Shuster, Ray Bohr, Herb and Bob 
Varney and Mr. Rothe spoke with elo- 
quence about the F-V unit specially for 
hot water heating. We liked it. 

Getting a terrific lot of attention was 
the Metromatic booth where Fred and 
the charming Mrs. DeAngelo, Bob Pyne, 
Bob Sykes, Bert Cosentino and Bert 
Powers showed the warm air unit with 
the built-in hot water tank. This im- 
portant development is something for 
everybody to watch. It’s got us hypno- 
tized . . . and did you see the very nice 
New England Technical Institute ex- 


hibit from Providence, with the pictures 
showing students learning oilheating 
“by doing,” under the supervision of 
Messrs. Wales, Earle and Conley. We 
need more such splendid schools. 

We've been trying to think just what 
to say about Harvey- Whipple, and their 
Master Krafters. It’s a tough job. Theii 
chrome-plated A-30, in a huge rotating 
jewel box, and the sign “The Jewel of 
them All,” was easily the outstanding 
burner presentation of the Show, but 
it was the men and the way they worked 
to help dealers, who made the strongest 
impression. “Dynamo” Whipple, Ted 
Hodgdon (the questions and answers 
man), Walt Harvey, Dee, Fred Stier- 
hoff, Howard Holcomb, Daily, and the 
‘“Foo-Foo Bird” really kept the standard 
of the Show high . . . Gulf Oil’s O'Neil, 
Curtis, Bynum, Sullivan and Kramb, 
helped their Foxy signs tell all comers 
about co-operative advertising and qual- 
ity fueloils. 

Iron Fireman moved in and took over, 
featuring their industrial rotary burner 
with the Volumeter, and the “Vortex” 
line, along with some warm air units 


Now there are 3 profitable reasons 


for becomnga QUIET MAY 
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jar Quiet May Boiler-Burner Units, 
Investigate! (on) May Oi Burner division 
of Gerotor May Corp., Baltimore 3, Md. 
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“SMOKE RATING ANALYSIS” VIKIN 


Effects of Smoking on Domestic Oilburner Efficiency 







FREE 
SEND FOR 





This practical new 
service manual, 
containing infor- 
mation of every 
day usefulness, 
is available to 
everyone inter- 
ested in better 
home heating. 
For your copy, 
fill in and mail 
coupon below. 








BACHARACH InoustriAt INSTRUMENT CO., 7000 BENNETT ST., PITTSBURGH 8, PA. 
Send me Free copy of your Bulletin 762 
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FULFILLS THE NEED FOR A TOTALLY EN 
SINGLE ROTARY PUMP UNIT! 


Send For 
Full Details 
TODAY! 

. Ask For 
Sheet 
SP-223EE 


For fast loading and unloading of gasoline, fuel oil or Diesel fuel, the 
Viking model 9162 is the answer. Ideal for installing out of doors without 
a pump house. Reduce your unloading time with this big rugged unit. 
Built to take it. 


OUTSTANDING FEATURES 


1. A 200 gpm at 375 rpm size Viking pump. 

2. New oil-tight, cast iron gear case. No leakage. 

3. Radial bearing for pump shaft. 

4. Stainless steel pump shaft. No rusting. 

5. Viking valve on pump head. (Optionai.) 

. Extra long stuffing box on pump. 

. New rugged, base and motor rails. Built 
to accepr up to 15 H.P. motor. 

. Five ball check grease cups. (Other style 
grease fittings optional.) 

- Complete unit totally enclosed for outside 

use without protection of any kind. 
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AN HONORED NAME 
IN PUMPING 


Viki Pume Company 
Z| Tite Cedar Falls, lowa 
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DRAFT-A-JUSTORS 


The Preferred Draft-A-Justor is the original, 
patented Draft-A-Justor . . . improved to in- 
clude the latest in engineering developments. 





SIZES 


Store, domestic and 
commercial sizes 
from 4” to 24” in 
diameter. 

Industrial sizes from 
a 62 to 3’ 019% 


Stainless steel bearings and weather resistant 
metals provide long-life service without break- 
down due to rust or wear... assure con- 
tinuous fuel savings. 


Millions now in satisfactory use. 


WRITE FOR DESCRIPTIVE LITERATURE AND 
TRADE PRICES. 











PREFERRED UTILITIES MFG. CORP. 


1860 Broadway, New York 23, N. Y. Boston Office: 839 Beacon St, 
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Write for 
complete details. 


No guessing with AT-A-GLANCE. You 
know too, that they are guaranteed leak- 
proof — are ‘‘tailor-made’’ to fit all tank 
sizes and shapes — are sturdily built to 
withstand excessive pressure, and are fully 
Underwriter listed. 


KRUEGER: Senby GAUGES 


GREEN BAY e WISCONSIN 


and boilers. Harold Groble, Joe Porter, 
Pete Storti, Dale Wylie, Mr. Webb and 
Mr. Gutschaw, who is Cy Burg’s as- 
sistant, did the business . . . right next 
to FugeLoi. & Or HEat’s booth was 
“Tell’em and Sell’em” Scully and his 
Ventalarm, and the remarkable Remota- 
matic. Frank Scully, Carl Goddard 
(have some amphogel, pal), Art Gray, 
young Frank Scully, and Peter Scully 
showed the new Signal and Tank Gauge 
in one unit. They get more ideas in 5 
minutes than Joe Keyhole gets in 5 
years,—and better! 

Next to Scully was Jack Gregory, Ed 
Coates, and Bob Hughes, with the 
Panelox Steel Combustion Chamber, an 
honest contribution to the oilheating art, 
produced by Steffco Steel in Michigan 
City, Ind. You can bank on what they 
tell you... . John Brown, of Cambridge, 
Mass., one of the real old pioneers of 
oilheating, stopped in the booth to tell 
us of his all-new, all-copper boiler for 
oilfiring. Looks like it would give con- 
siderable saving. 

An old friend showed up in the per- 
son of Ed Fiske, of Fiske Products, 


Pleasantville, N. Y., and his boys (in 





INCREASE HOT WATER TANK CAPACITIES from 13 to 56% 


with THE ew BASSIA 


Thermostatic Mixing Valve 


/, M1 — 7, 
*,. BABBIN Valve brings fully 


dependable thermostatic hot water 
regulation to the small and large 8 
home field. It is adaptable for use 
on storage tanks, submerged tanks 
and tank saver units, and many 4% 
other industrial and domestic ap- { 
plications. 





@ All Bronze Casting . .. "ADNIC" 
Corrosion-Resistant Thermostatic Unit 
@ Positive Hot and Cold Water Shut- 
off @ Temperature Range from 70° 
to 180° F. Only one moving part. 











For complete details. Write today. 
DEPT. F 


a 
258-60 Canal St. 


SOLID LIQUID FILLED 
2081726 2282152 


THERMOSTATIC 
CONTROLS 7 77 


keeping with the town) were Okay. H. 
S. Johnson, Bill McKenzie, Franklin 
Johnson, and Harry Wentzell, all sold 
the Precision burners, and b.b. units. We 
expect big things from this outfit .. . 
Chester Bland, the Ohio Electric man, 
and Ben Lindberg, his new England 
rep., came to see us. The Keyhole memo- 
ry does not recollect any accessory or 
parts manufacturer which has served the 
industry any longer, or any better, than 
Ohio Electric. 

M.I.T., whose 35,000 alumni admit 
they really run the U.S.A., was repre- 
sented by young Mr. Stanley Patterson 
and his Waltham Oil Burner with the 
“Super Flame.” Their Cathode Ray 
Oscillograph proved something or other 
—anyhow, it fascinated the visitors, The 
staff included Ted Campbell, Carl Lud- 
wig and Victor Jordan. 

Across the way was Comfort Equip- 
ment Co., of Chicago with “Com-Fort” 
forced warm air units for gas or oil, get- 
ting much attention. R. G. Dawley and 
Norm Picard kept saying “You get 
Both!” .. . in No. 417 was Kresky Mfg. 
Co., with Marshall Newcomb and Bert 
Carlson showing Utility Furnaces and 
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New York 


GLOBE 


TESTED! 


81 WARREN ST. 


EXCLUSIVE TERRITORIES AVAILABLE 


Floor Furnaces, and the extraordinary 


Wall Furnace. Miller and Matot stayed 


in Petaluma. Anytime you guys want to 
change jobs, Keyhole has a proposition 
for you. He loves that part of Calif. . . . 
Freddy Ravnsbeck, Staffco Eng., Chi 
cago, exhibited his Combination Oil and 
Gas Burner with High Efficiency, as 
usual. 

Speaking of psychiatrists, as we were 
a few million words back, Tom Colter 
was at the Dole Valve booth, along with 
Stu Phillips, Francis Lund, Bill Wallen. 
Paul Rimbach, Hank Aronson, and two 
beautiful models in red and blue gowns 
and hats. They featured the “Thermo- 
static Air Control” splendidly . . . Vin 
cent Smith, who is doing very well build- 
ing common sense motors at the Electric 
Motor Development Co., in Wickliffe. 
Ohio, came in for a minute to see us, 
and it seemed like old times again. Don’t 
be such a stranger, pal . . . a new ex 
hibitor named John Hilken, from Bloom. 
field, N. J., showed “The Heat Jacket” 
which snuggles up to the heating plant 
and saves BTUs. The customers seemed 
to like the idea fine. In the booth with 


him was H. D. Steinmark, a real old 


Hot Water 
CIRCULATORS 


GUARANTEED! 


SAVE ON THIS 


QUALITY-ENGINEERED CIRCULATOR 


@ Extra long, oil-impregnated bronze Bearings 
@ 1/6 hp. Westinghouse, or equivalent, Motor 

e — rotary-type carbon and bronze Water 

ea 

@ Flexible Neoprene Coupling 
Precision-engineered, tough, and rugged. 
GLOBE H 
other circulators of comparable quality. 


The 
ot Water Circulator cost less thas 


Manufacturers of Low Water Cut-Offs and Controls 
for a Quarter Century. 


CONTROLS CO. 


NEWARK 2, N. J. 























tue old timer, from Newark, with his 
Standard Automatic Oilburners. Stein- 
mark used to make a burner so long that 
it took half the day to walk from the 
fan to the built-in firepot . . . Torring- 
ton’s “Vairified Air Impellers” and the 
new “Coasting Hub,” made up the best- 
looking exhibit in the Show, no matter 
what the Judges said, and I hereby 
award you the Keyhole Grand Prix. 
Send me over a carload of fans, and we 
are even. Cane carriers included Don 
Leslie, Roger Lyman, S. W. Farnsworth 
and Archibald Doty, Jr. 

Some new guys came in from Pitts- 
burgh, to show the Harbison-Walker 
lightweight combustion chamber. We 
don’t know much about them yet, but 
they sounded all right. R. R. Miller, 
Paul B. Richardson, E. S. Stockslager, 
R. C. Straka, Russell Jenner and Russell 
Gifford did a capable job all week long. 

Rupe Gustafson, the banker turned 
o.b.mfger., had a big blow-up of his 
(Sundstrand Eng., Rockford, Ill.) “B-4” 
Conversion burner there, and a highly 
vociferous (thought I couldn’t spell, 
didn’t you?) crew, including Harold 
Swenson, Ed Smith and C. S. Reuter. 


Rupe, Keyhole and Bob Walker own 
part of a slot machine somewhere in the 
Midwest . . . Keyhole loves them Perfex 
guys. They always seem to do the right 
thing at the right time in the right place, 
for their friends and customers. It was 
a good booth, with a huge reproduction 
of the 165A Magic Dial unit, and Borie 
Lewis, V. P. Black, Al Butler, Soper and 
McGuire hanging around. The Judges 
called it the 2nd best booth in the Show. 
Should we give them an argument, you 
guys? .. . across the way was that Cen- 
tury Engineering booth from Cedar 
Rapids, Tall Corn State, and the amaz- 
ing background that simulates flame. 
Likewise a line that held much attention 
from visitors. Bob Nessler, A. H. Mel- 
lott, B. J. Lattner, Eric Ryden, Charlie 
Taber and Ed Dexter told “4 Reasons 
Why You Should Sell Century.” First 
show in years where we didn’t see Mc- 
Williams or Jack Lattner. Century is 
100% with us! .. . Sundstrand Pumps 
didn’t regard this as a holiday jaunt. 
They were in there selling all the time. 
Bruce Olsen, Chuck Lang, Lou Schu- 
ette, Bruce Soderberg and Harold Wohl- 
mark were very serious about the whole 


thing, too. They had some excellent 
demonstrations going all week, and fas- 
cinated none other than Joe Keyhole 
himself. We wished Pete Kjellstrom had 
come to get his cane. Happy pumping, 
gang! 

Delco Appliance’s boys moved in 
with that cute “Keys to Greater Profits” 
ideas—trading on the well known GM 
car keys. “First in Value; First in Cus 
tomer Acceptance,” their signs and 
equipment told the dealers. Delco-Heat- 
ers included Paul Rutherford, Andy 
Freimann, Art Mann, K. O. Wolcott, 
Julian Warren (my favorite story tell- 
er), and H. C. Rohr. 

There was lots of interest in that 
Winkler Burner booth. (With a name 
like that, Boss, how could they miss?) 
“Match the Winkler LP Burner if You 
Can” said the sign, and Keyhole will 
testify personally that their live demon- 
stration is a ring-tailed rip-snorter. Her- 
man “Main Spring” Winkler, Claude 
Potts, Ollie Williams, Walter Blake and 
W. E. MacNeil (Hi Pal!), really gave 
the Show the business in true Hoosier 
style... . 

Keyhole gets a bang from that Maurie 
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SELL 


OIL BURNERS 


PROFIT 


100,000 highly satisfac- 
tory installations plus con- 
stantly increasing con- 
tractor demand mean 
more sales for you. 


QUALITY 


Highest commercial stand- 
ard underwriters’ and 
F.H.A. specifications. All 
parts meet rigid inspec- 
tion and exacting factory 
tests. 


ECONOMY 


Burns catalytic oils 
completely. 


RANGE OF INSTALLATION 
¥% gal. to 25 gal. capacity. 
Build your automatic heating 

business on a sound basis! 
Write today for full details 

on this outstanding, profitable 
oil burner. 


NOTE: Several territories available 








GENERAL CONTROLS 


Type B-55 slow opening 
electric diaphragm 


GAS VALVES 


M 


SLOW OPENING ADJUSTMEN 


OW ELECTRIC PILOT VALVE » 


i ” DAMPER ARM MAY BE POSITIONED 


"J 2 TO SUIT INSTALLATION BY LOQSENING 
i BOMNET BOLTS AND ROTATING 
OF i APHRAGH ASSEMBLY 





~—w 


RADIANT UTILITIES CORP. 


8817 18th Avenue Brooklyn 14, N. 


bs 











é Provides safe on-off control of natural, mixed, manufac 


- tured or liquefied petroleum gases for domestic and commercial 


boilers, furnaces and ovens 

Adjustable opening speed 5 to 60 seconds. Closing speed 3 to 6 
seconds. Manual opening device provided in case cf prolonged 
current failure. Damper arm provides combined gas-air control 
Safely controls main. burners in response to temperature or pressure 
controls, time clocks and other regulating switches. Low current con 
sumption. Pressure range to 5 P.S.1. Sizes 34‘"to 6” I.P.S. 


For complete specifications request new catalog. 


GENERAL | CONTROLS 


801 ALLEN AVENUE GLENDALE 1, CALIF 


Manufacturers of Automatic retsure Temporciure £ Glow Controls 
FACTORY BRANCHES Birmingam (3), Boston (16), Chicago (5), 
Cleveland (15), Dallas (2), Denver (10), Detroit (8), Glendale (1 
Houston (6), Kansas City (2), New York (17), Oklahoma City (1 
Philadelphia (40), Pittsburgh (22), Seattle (1), San Francisco (7 
St. Louis (12 DISTRIBUTORS IN PRINCIPAL CITIES 














Straub of Norge. Didja see the FO@OH 
Plaque that his booth won last year, 
hanging right there this year? Same 
slogan, too: “Living’s a Treat with 
Norge Heat,” and that No. 120, which 
is one hell of a good unit. Bill Oswald 
stopped in for a while, too, and G. M. 
Johnston, McNamara and Altenbury 
gave visitors the complete data. 

Old Jack Wittke and John Lehman 
had the Oil Equip. Lab., from Elizabeth, 
N. J., showing the Synolator cross sec- 
tion in the background. From rags to 
riches in one easy decade . . . General 
Electric of Bloomfield, N. J., had a won- 
derful cross-section of the boiler-burner 
unit, and a display of “Air-Wall Heat- 
ing” that satisfied the Keyhole require- 
ments. Brundage, Wines, Pennington, 
Faust and Levine kept the G.E. insignia 
intact .. . the Famous Fitzgibbons Tank 
Saver was ably demonstrated in the 
Fitzgibbons Boiler booth, with hard- 
working Paul Addams in charge. The 
charming Mrs. Addams was there, too, 
and the staff included Jack Collette, Gus 
Olsen, R. T. Demarest and Ray Malbin. 
This crowd always seems to be a little 
bit out in front, somehow. Could it be 


IF 


you were among 


Burners 


the many at the 
BOSTON SHOW : 


you know why so many dealers are 


signing up with 





EST. 1924 


* If you missed Boston don’t miss getting the 
attractive proposition now open to ‘'GA”’ 


Dealers. 
Write us today. 


GENERAL OIL BURNER CORPORATION | 


BALTIMORE 13, 


2300 SINCLAIR LANE 
106 


Conversion 





Oil Fired 
Boilers 


ENERAL 





perspiration? Or inspiration? Or both? 

Bart Frame and Jim Carroll, of Mon- 
arch Mfg. Works, Phila. (Murphy 
stayed home. Can’t take it, eh?) dis- 
played the new Combustion Head, and 
other Mighty Monarch items which the 
industry uses in huge volume... “If 
You Start with Quality, You'll Stay with 
Quality,” said the sign in the York- 
Shipley booth, an enormous affair along 
one wall. All the many York-Heaters 
wore green roses in their lapels, a very 
fine touch, and of course the booth was 
green throughout. Sam Shipley presided, 
with Bill Kane, Jack Addams, Charlie 
Neiman, Mitch Landau, George Frank- 
en, and other Y-H men telling about 
the very large and efficiently engineered 
line. 

Marietta Boiler Co., Marietta, Pa., 
showed a fine new boiler to our industry. 
The head man is John Hancock, and 
something tells us he'll be signing a lot 
of shop orders for more and more boilers 

. right there with him was Eckhart 
Mfg. Co., with the sign “Install Korth 
and Save 33 1/3%.” Arnold Eckhart, 
Jr., Art Wood and Harry Molaver, the 
New Haven Flash, supplied the man- 
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66 WEST 225 ST. « 


HAS EVERYTHING 
OU NEED AT — PRICES! 
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IN-BOILER 
HEATERS 


VALVES 





CONTROLS 





| WATER HEATERS, INC. # 


NEW YORK 63 | 


power. There is an outfit with the best- 
looking factory in the industry. ’P. S. the 
Product is good, too. 

We almost missed Rudolf Ulrich, 
the Fyrite man from Bacharach Indus- 
trial Instrument Co., in Pittsburgh. The 
test kit is as popular as ever. John Smith, 
B. H. Nunnally, George R. Gardner 
and J. A. Stein told the “Flo-Rite” and 
“True-Spot” story. Their displays of the 
air velocity meter and the smoke tester, 
were excellent . . . Bill Brooks, and Bill, 
Jr., showed Gen-O-Co Oilburners from 
New Jersey. 

V & E Products, a new connection 
for Lionel Jacobs, obtained much atten- 
tion for the V & E Boilers, from Schuyl- 
kill Haven (that name fascinates me), 
Penna. Joe Eubanks was there, and 
young Bruce Jacobs and a youngster 
named Frank Harbin. It is a down-draft 
2-pass boiler. 

John Dieselman displayed Morse, 
Smith & Morse Firomatic Valves—a sur- 
prising situation .. . and E. A. Washak 
showed Everhot tankless heaters in the 
Everhot booth . . . Old Otto Moody, 
with young Buck Moody, Whyte, 
Dwight and Ahearn, showed the Auto- 











cage Nye 





RESIDENTIAL 
TANKLESS 


HEATERS PRESSURE 
REDUCING © 
write FoR _—— VALVES 


COMPLETE CATALOG 



















One of the OLDEST BURNERS 
...one of the FINEST! 







ILLUSTRATED U. S. oil burners offer much more in performance and fuel economy—for much 
MODEL L less in proportionate cost. 
One of the oldest manufacturers of oil burners, if not the oldest, U. S. has kept 
1 to 5 gph abreast or ahead of the times in burner design and mechanical engineering. 


3 models are available, 1 to 5 gph, 4 to 8 gph and 7 to 16 gph... a range to cover 
almost any heating specification. 


Write, wire or phone for detailed information. 


© WNITED STATES BURNER CORP.. HARTFORD, CONN. 











For Small Wiccan 4 Furnaces 
Demand the Burner 
that Gives More in 


e QUALITY and 
| HEATING ECONOMY 
ee Ata LOW PRICE 


HEATING ‘in One Easy - to - Install 


Especially designed for ° Package —— Demand the 


small homes — and with 


all the advantages. 
1 
Domestiaiiees ead control, % cc Call Hlame 
rey] Co} fia ON MoT oo] co Z-1> 
: | Vv 


rom BY-Yol(-Yameliaolt lay 
APORIZING OIL BURNER 


thot cont bates nated al-p arte hdlate ME) olele-ioh 1-1 a 
e beat! 


ET f \ Fee ; se 
i " fees i ECAP A Midget in Size - - - - - 
mplete details. S . 
Ms A GIANT in Performance 


Be @ Adopted as standard by leading manufacturers 
er | of small furnaces, boilers and heaters. 
C | 


<A Oey Write for Details 


KRESNO-STAMM MFG. CO. (America) Inc. 
DOMESTIC MANUFACTURING CO. PALISADES PARK, N. ore ma “ 


201 Westlake Avenue North Seattle 9, Washington 
Kresno-Stamm Manufacturing Co., (Canada) Ltd. 
1452 Drummond St., Montreal 25, P.O. — Factcry: Granby, P.9. 











| SHIPMENTS 


elu Te 13: Vimo] am FROM stock 


Pat. & 
Pats. Pend. 
















INSTALLATION MEN 


PREFER 


LITE-CAST 


COMBUSTION CHAMBERS 
BECAUSE: 


LOVEJOY 
FLEXIBLE COUPLINGS 





: 3 They are easily and quickly installed. 
= oe See fuel—reduce noise and _— Make sure with Lovejoy L-R, standard in Oil 
4 ce smoke. 4 ; | p Heating industry. Flexible. Dependable. Fan mfrs. 
¢ Many convenient sizes and shapes. Type UX supply fans with L-R jaws on hubs. Wire or Write 
4 A complete packaged unit. Doubleflex for details and prices. 
§ 
S 
Au 





Write for complete information 
MONOGRAM PRODUCTS CO 


’ | ‘eka re) 5012 W. Lake Street 
PHILADELPHIA 4, PA. B® FLEXIBLE COUPLING CO. ,ximddihhadnailaiiode 
07 


























Heat line . . . and in the American Stove 
booth, J. M. Bayer, Paul Kenney, Wil- 
bur Yeo, C. L. Wessel and Jack Farnum 
played ring-around-the-rosy for “Mr. 
Quick Heat,” and their line of oilfired 
units. 

Harry Carter, the “Uni-Heat” boy, 
was there with his new tankless “Uni- 
Heater” and his burner, both with un- 
usual features. Name of company: Ret- 
Rac—can you figure it out?... Our pals 
Klockau and Gipple, from Nu-Way 
Corp., Rock Island, were there talking 
about increased efficiency with a 
“Shielded nozzle.” (27 years this outfit 
has been in business! ‘And they look so 
young, too!) 

That advertising guy with the springs 
in his legs—Lon Casler—actually slowed 
down enough to visit our booth . . . Joe 
Hearst and his 2nd Lt., Bendix, came in 
to see us from Automatic Burner Corp., 
Chicago. Joe had a wonderful coat of 
tan, and we were glad to see him. Quite 
a job they are doing out there. . . Carroll 
Baumgardner and Nat Hunter, of Na- 
tional Rad., Johnstown, were other wel- 
come visitors . . . so was Bill Debler, who 
is devoting all his time to New England 


now ... and Mandy Mandelberg, our 
old pal with the good boiler. He looks 
younger than ever . . . handsome Larry 
Judd, now with U. S. Radiator in De- 
troit, gave us a few minutes at the Old 
Timers’ Party .. . that was a real shindig, 
with all Doc Ford’s pals signing his 
scroll, which gave us so much pleasure 
to help prepare . . . and Jack Gilmore, 
your vaporizing burner expert came by 
too late to get a cane .. . Ted Caldwell, 
the Chicago Flash, stopped in like the 
gentleman he is, to visit and say “hello.” 
Lincoln Fields, here we come! .. . And 
Bill Alexander, the big Ass’n man, from 
Portland, with Mrs, Alexander, was a 
welcome stopper-inner, along with Koz- 
man, from San F., and Bowman (how 
many times did they introduce us, kid?) 
from Portland, Maurice Vining from 
Seattle, and Gus Burrell, from East 
Weasel, Penna. (How did these dealers 
ever get in here, Joe?) . . . Bob Michel 
came up from Baltimore. One of these 
days he'll give somebody the business 
but good! .. . May I steal just a word 
about the ladies? Mrs. Frank Scully 
gave them a most enjoyable program, 
for which we heard much praise, and 





she deserves a bow . . . the entire O.H.I. 
Staff, including Hess, Curtin, Kaufman. 
Speiss, Miss Gloria Patin, and some 
whose names I could not get, deserve a 
great big hand for a well conducted, ex- 
cellent Show. So long folks—see you 
next year in Philadelphia. 
—JOE KEYHOLE 


© 


Virgil Shaffer, for twenty-one years 
with Round Oak Co., has become sales 
engineer for the B. A. Peterson Co.. 
Dowagiac, Mich., factory representa 
tives for Guardian Products Co., Dela- 
van Engineering Co., F. W. Dwyer 
Mfg. Co. and manufacturers of Petco 
refractory combustion chambers. 

Charles J. Philage now is acting man- 
ager, advertising department, and Ed- 
ward J. Sakal is acting manager, heating 
division accessory sales, National Radia: 
tor Co., Johnstown, Pa. Mr. Philage, 
with the company since 1945, has been 
handling advertising and sales promo- 
tional duties, while Mr. Sakal joined the 
company’s purchasing department in 
1939 and transferred to its heating divi- 
sion sales department in 1946. 














FUEL 


GENERAL ‘ci. 


12890 WESTWOOD 





DETROIT 23, MICHIGAN 








General Filters thinks you are if you don’t install 


a General Filter for every one of your fuel oil 
burner customers. It’s a “good deal” 
tomer since it greatly aids in eliminating troubles 
due to clogged nozzles and it’s a profitable service 
item for you. If you haven’t already done so, in- 


vestigate by writing to your jobber or directly to us. 


FILTER 





for the cus- 





AVE. 








It pays to buy a good fool... 
It pays to buy a 





If you missed the 
KENT display at the @ 


NATIONAL OIL HEAT EXPOSITION bag! 


write for literature 


It will pay you to see the KENT before you buy! 


THE KENT comeanr, Ine. 


434 CANAL STREET 


Representatives in Principal Cities 
MEMBER OF THE OIL HEAT INSTITUTE OF AMERICA, INC. 


KENT 


DOUBLE SUCTION 
Furnace Cleaner 


Long life with fewer 
breakdowns! You can de- 
pend on KENT design, 
quality, and workmanship 
to do the job you want, 
when you want it donc! 


KENT Features 


© No outside dust bag! 
rn No soot passes thru 
fans! 
e@ 2 fans—powerful suc- 
tion, less r.p.m.! 
e Strong, yet light—easy 
to carry! 
Easy to empty ¢@. * 


@ Rugged—built to last! 


ROME, N. Y. 








June 
1949 
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PROFIT 
NOW! 


WITH 


GRAND 
RAPIDS 
FURNACE 
CLEANERS 





It’s easy to get a lion’s share of furnace 
cleaning profits when you use a Grand 
Rapids Furnace Cleaner. Greater clean- 
ing capacity, handling ease and practi- 
cally designed groups of fur- 
nace cleaning attachments 
help you give better service 
and clean more furnaces per 
day at a higher profit. 


















Act now! Write today for 
complete information and prices. 





233 Stevens St., S.W. Grand Rapids 7, Michigan 





FOR 2uatity INSTALLATIONS 








APTHORP 


Boston Chrome Steel True Alignment 
“HANG-DOWN” OIL BURNER 
BAFFLE NOZZLE 





Instant-Glo 
COMBUSTION CHAMBER 


The Boston Standard 
DRAFT CONTROL 








_ peldeal Clearview 
| NOZZAE EXTRACTOR 


BOSMACO 
OllL TANK GAUGE Apthorp NOZZLE KIT 








WRITE FOR COMPLETE INFORMATION 


BOSTON MACHINE WorRKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 











THE IDEAL GUAGE ... 
FOR BASEMENT TANKS/ 





CHECK THESE OUTSTANDING FEATURES 


e@ Time and money saver—comes fully 
assembled. 


e Accurate readings—measures in 
10-gallon spacings. 

@ Precision built for years of service. 

@ Eye appeal and easy readability. 

@ Listed as approved by Underwriters’ 
Laboratories. 
When eae replacements and 
checking oil burners for greater 
efficiency, install Galongage. 


When ordering, specify depth of 
tank and size of opening. 






APPLIED MECHANICS COMPANY 


167 OLIVER STREET, BOSTON 10, MASSACHUSETTS 























/ CO, INDICATOR 
I! VISI- ORAFT GAGE ANO LEVEL 


STACK THERMOMETER 
Att 


COMBUSTION TEST SET 


DO ALL SIX: 





















1. Determine proper CO? content. 
2. Check for air leaks. 

3. Adjust air control. 

4. Establish draft conditions. 

5. Level burners and controls. 

6. Find stack temperature readings.g 
Set includes durable 
carrying case, all 
accessories and 
instructions. 









DWYER Bulletin 220 
, sent on request. 
Describes this set 
and other styles. 


F. W. Dwyer Mfg. Co. 









315 SOUTH WESTERN AVENUE, CHICAGO 12, ILLINOIS 
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WcCORKIE 412 PKG. SET | 
A NEW LOW COST CONTROL 


For Natural Draft Burners 
Easy to install—just plug it in. No licensed elec- 


trician required. 


Emergency operating lever—automatically resets. 
Accurate dependable Thermostat with positive night 


HIGH QUALITY—LOW PRICE 


D. H. McCORKLE CO. Box E, Station A, Berkeley, Calif. 


cut off. 








Oilheating Teenie 
(Continued from page 11) 


est prices for competing fuels. The Mid- 
west also has the greatest sales resistance 
because of gas, as would be expected. 
New England shows its traditional cau- 
tion with 54% in the combined second 
and third items. 

Aside from those six principal reasons 
for sales resistance some dealears men- 
tion others, the strongest being that the 
prospects still have coal on hand. Also 
mentioned was the growing popularity 
of L. P. Gas in Indiana, and the com- 
bination Oil and Gas Burner in Iowa. 

DEALER COMMENTS: Typical com- 
ments of the month are these: “A com- 
petitor is advertising burners installed at 
$225 (Howkinedooit)” “Gas users 
heat for 25% less than oil (Chicago)” 

“We will circularize 
for a fillup later in the 
“They afraid 


drop” “Owners of large tanks tend 


our customers 
summer” 

are now oil price will 
to keep supplies low and take minimum 
sized deliveries” 
are picking up” 


“Ojilburner inquiries 
“We are going slow 
on fillups; a price drop just after filling 
a tank causes arguments if the oil is not 


For Oil Burner 
Ignition 


It is not just happenstance that 
Dongan Transformers render outstand- 
ing performance in oil-burner installa- 
tions. Dongan’s oil-burner type of 
transformer was designed especially 
to meet the particular requirements 
of oil-burner ignition. This accounts 
for its perfect functioning under any 
and all conditions. 





2981 Franklin 


‘The Dongan Line Since 1909” 


Voltages 
14,000. A variety of sizes 
and mountings. 
types built to specifications. 


Dongan Electric Manufacturing Co. 


Relative Importance of Sales Resistance Factors 


New 
Eng. 
Believe burner prices will drop 32% 
Can't afford to buy aT 
Fear a business slump 27 
Oil price too high 11 
Prefer gas 3 
Doubtful of oil supply 
needed” “Oil still has the upper 
hand in this area although we expect 
serious gas competition in another year, 
in spite of its high cost”. . . “Unemploy- 
ment is high in our area with the result 
that most people fear a slump” 
We have to live with our customers so 
must do a decent job or get headaches” 
‘“Fueloil margins are better now—it 
would be interesting to know what fuel- 
oil marketers think is a fair margin” 
“Before we ask to make summer fillups 
the market must be stabilized.” 


4 

U.S. Department of Labor 

Fueloil Prices (March ) 
FIELD INVESTIGATORS for the Depart- 
ment of Labor monthly check prices of 
principal fuels in several cities in each 
section of the country. Getting retail 
quotations from various suppliers in 


Mid Mid- 
Atl. West N. W. 
36% 26% 26% 
20 10 29 


14 18 19 
22 


Pac. 


eaca market, the prices are averaged and 
published. Those in the table that fol 
low were taken March 15 (cents per 
gallon) : 
Range No.1 No. 2 ase 3 
Boston 14.53 14.35 12.10 
Manchester 15.27 14.80 12.60 
Portland, Me. 14.20 14.20 12.06 
*** Buffalo 15.15 13.53 
**New York 11.65 
Philadelphia ae 12.00 
**Chicago 14.77 13.67 
*** Detroit 13.70 
Milwaukee 14.16 
*Kansas City : 12.61 
Minneapolis 14. 07 13.08 
** Baltimore sa 12.14 
Wash., D. C. 12.30 
Jacksonville 13.40 
Norfolk 11.40 
Richmond 11.80 
Savannah 14.00 
*** New Orleans 12.88 
Portland, Ore. 13.94 11.64 
***San Francisco 13.70 11.38 
*** Seattle 14.77 12:65 


13.50 
14.38 
14.42 
15.06 
13.29 
13.83 
13.36 
13.60 
14.57 
13.40 
13.70 
15.00 
14.63 


sales tax. 
sales tax. 
sales tax. 


* Price includes 1% 
** Price includes 2% 
*** Price includes 3% 








from 5,000 to 


Special 


Distributor. 


etroit 7, Mich. 





D 
WRITE FOR ‘ 
ERATURE 


110 





THOUSANDS OF SATISFIED CUSTOMERS SINCE 1939. 


JACKSON VERTICAN OIL BURNER 


It burns oil at the Grate level, not in the Ash-Pit. 
install, no combustion chamber to buy. 
Domestic or Commercial. 


AMERICO ENGINEERING CO. 
6791 Jackson St., Baseline, Michigan 


It is easy to 
It fulfills any Job, 
Territory Open.—Write National 








June 


1949 








